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_... daringly different decorative design! 
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in genuine MARBLE designs 
solid-molded of PURALITE+formula 2 


Even the oldest, dingiest bath be- 
comes attractive, modern, stylish, 
glamorous when you install a new 
Venetian Marble 800. For here is new 
beauty of design far surpassing any 
other seat. Originated by Century, 
produced by an exclusive process, the 
marble design is fused into the cover 
surface and is an integral part of it. 


It will not mar, scratch or wear off! 
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Choice of 
Venetian Marble 
in 6 decorators’ colors 
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PRODUCTS, INC. ae ss ae 
3510 Chatham Ave. Cleveland 13, Ohio ask for 
marble design samples! 








THE MIRRO SRD QUARTER 


GLOCKEUSTER 


an explosion of sales action ...at full margiri 



















ONE-HAND DRAINING | 


eS = 
NEW 


_ PLASTIC: CLAD HANDLE 

COOL 
COMFORTABLE 
UNBREAKABLE 





‘ No more draining and 
> straining the old-fashioned way. 

Now it’s easy ... with just 
one hand, and no hot pads. 


LOCK-ON COVER 


Cover is held securely to pan 
with Safety Lock that releases with 
a flick of the finger. Hinged strainer 
flap opens as pan is tilted. 
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SW COLORFUL DISPLAY BANNER 


/'\\\ in every 4-unit shipper ! 


snow SHOVELS Don’t miss the July, August, 
AND PUSHERS September fireworks! 
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—— MIRRO JOBBER... NOW! 
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MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT + JULY 31, 1958 





It pays to wait for the best 


Ho-hum, it’s “dog days’. Your best cus- 
tomers are away on vacation. Those that 
are home aren’t buying—especially the few 
power mowers you have left over. You feel 
that business stinks. 

So you plan a halfhearted end-of-summer 
promotion to move those mowers. Scream- 
ing headlines about leaf mulching. Big 
deal. 

And just about then the parade of manu- 
facturer and distributor salesmen begins. 
New models of power mowers are coming 
out like mad. You’re begged to sign up 
early for a big supply of mower X, which 
features a new gimmick or two. 

Now just a word of advice from old Bob: 

WAIT. 

Don’t rush into a deal you may regret in 
a few months. Wait for the big news from 


LAWN-BOY before you make up your mind. 

You remember we've made history many 
times before... pioneering staggered front 
wheels, the front discharge chute, the 
cross-mounted engine, the activated pilot 
wheel, the great all-purpose Loafer. Yes, 
LAWN-BOY has always been the innovator— 
the brand the others have copied. 

But the news we’re making now at LAWN- 
BOY—which you'll be hearing in just a few 
weeks—is so radical that it'll take the in- 
dustry years to catch up to within shouting 
distance. Naturally I can’t leak this golden 
secret now, but believe me, brother, you 
just can’t afford not to wait for the news 
from LAWN-BOY. 

Then, afterwards, you can always go 
back and take the deal on mower X— if you 
still want it. 


ae 


a: ep: 


Sales Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers of dahasan and Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


LAWNOGBO 
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YOU GET 


TAST TURNOVER 
NEALTHY PROFIT 


ON THE POPULAR NICHOLSON ROTARY MOWER FILE 



















Mow Your Lawn 












WITH A 
SHARPER BLADE! 
grerOlse ' é 
an ROTARY MOWER FILE 8 This is the first file designed for sharpening rotary mowers. 


It sells for 98¢. Every time you sell one, you get 32¢ profit. 


What's more, you sell a dozen (from a colorful display) 
in just about no time. Since this is just the middle of the 
lawn care season in most parts of the country, there’s still 
time to sell a lot of dozens. 


Qs 


4 for pertect 
( grooming 
ai \ CSD EASYAS 
Live “OC 42-3/ 


As a matter of fact, there couldn't be a better time to 
push this file than right now. Most mowers have a lot of 
heavy cutting behind them now. Their owners will welcome 
this low-cost way to sharpen blades at home. 





disconnect the engine 
oO spork plug f electric 

unplug cord 

remove bliode trom 


machine and inspect 
tor damage 


If you’re not sure about this file, ask your wholesaler. 
He'll tell you what it’s doing for other dealers. Matter of 
fact, he'll probably tell you without being prompted. But 
don’t take chances. Check this now. 


tthe equal omounts off 
bevels on @ach cutting 

foHowing original 
angie 




















as ics as es QTHIS IS THE FILE — and this is the display that helps sell the 
“Ss nay MOWER FILE file. Post a display near your register—in your garden section 


and in with your rotary mowers. 
: 


eHOls, NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 


ry u. Ss. A.” (In Canada Nicholson File Company of Canada Ltd., Port Hope, Ontario) 
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“You bet there’s profit in chain! 
Especially when you feature a 
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% & 4 
complete chain section stocked Ch 
a | t 
with American Chain items! 
with American Chain ifems! 
“New ACCO packaging mak iob easier, too!” ¢/ 
ew packaging makes your job easier, too!” & 
Everything about the American Chain line of hardware prod- 
ucts spells profit for you! Right now... today... American 
offers you the golden opportunity of building a fast-turnover 
chain section stocked with all of the items your customers need 
and want. Only American Chain gives you such a vast variety of 
sizes and types for so many applications. Shown below are a few 
of the many Acco products which can be big profit-makers in 
your store. And to make your selling job easier, all of these 
items now come in compact, colorful pails, packages or cartons. 
Each container is brightly labeled for instant identification. 
Specify American when you order these items from your distributor 
SASH CHAIN SAFETY PLUMBERS’ JACK CHAIN TENSO CHAIN 
For double hung windows and | CHAIN—A light flat chain A light weldless chain with Light, yet strong. In bright, 
many other uses where flat | in brass or steel. Four sizes— wide use where strength is not bright zinc and hot galvanized 
chain is needed. Runssmooth- | 2/0 to 2. In 50-ft. (cartons) a factor. In brass or steel. 50 finish. 100 ft. in carton—250, 
ly over pulleys. Incoldrolled | OF 500-ft. (reels). ft. cartons or 500 ft. reels. 500 or 1000 ft. on reel. No. 7 
steel or solid bronze. to 10/0 sizes. 
~ eG DOG CHAIN 
awe meet ( HANDY CHAIN ment sp Po 
variety of dog 
CHAIN — Twist link elec- PROOF COIL As its name implies, a chain chain both in 
trical welded chain. Also in For a host of regular uses ex- of countless uses. Riwel welded and weld- 
straight link. Bright, bright {| cept lifting. Open hearth basic Handy chain is 66-in. long— less styles. Ask 
zinc and hot galvanized finish. | steel—self colored. Hot gal- has snap on one end, ring on your distributor 
No. 5 to 7/0 sizes. 50 and 100 | vanized finish. the other. for information. 
ft. lengths. 
> . SS =D) 
af COTTER PINS ‘ 
ad TENSO PORCH CHAINS Made from cold drawn half- 
TENSO COW TIES Sarat | ,round steel wire. One end ex- 
Set consists of two Y-type For joining large sizes of | ‘tended for easy spreading. | 
In a varied range of styles and chains, two ceiling hooks. 2/0 chain. Use one size heavier {| Wide selection of sizes. ; 
sizes. Bright finish. leader with 1/0 branches. than chain size. 3/16 to % in. | \ ‘ 
| 












ei American Chain Division 

he AMERICAN CHAIN & CABLE 
=*:/ Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 
= Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 


*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
"indicates Warehouse Stocks *Portland, Ore., *San Francisco 


Contact your American Chain 
distributor for complete informa- 
tion about these items or write 
our York, Pa., office for free Cata- 
log DH-176A and Price List R-957. 
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Editorial 


by W. A. Phair 





EDITORIAL STAF 
William A. degra sreiot 





“It’s up to the manufacturers to police their prices and keep their 
lines out of price cutting stores.” That’s a statement we hear very, 













































Ray M. Stroupe, Was! ngton & 4 very frequently these days. And usually we hear it from wholesalers. 
Albert J. Mangin ; ae 

A edencee I think we all agree that a manufacturer does have a responsibility 
oe . in maintaining a stable price, especially if he uses suggested list prices 
J. S. Torrey in his consumer advertising. If he publishes suggested list prices, 


but then permits anyone to sell below these prices, he may be guilty 
of misleading advertising. 





Now, presuming that a manufacturer has such a responsibility, 
what about the other partners on this distribution team? Doesn’t the 
wholesaler also have a responsibility? I think he does. But sometimes 


Telephone: Liberty 2-4460 it seems that a few forget this. 
New York 17, N. Y. 

C. A. Wardley—W. A. Roos 
100 East 42nd St. 
Telephone: Oxford 7-3400 


Philadelphia 39, Pa. = 
J. W. R. Flood, Chattnat & Séth Ste.” 

Telephone: Sherwood 8-2000 In one instance, the manufacturer has made a real effort to keep 
Cleveland '5, Ohio as his line out of price cutting retail outlets. But because this line has 
a r; —— ey ert ote ae te good public acceptance and is widely distributed by the hardware trade 


Telephone: Superior |-2860 Renee ae due to the company’s sound policies, the discount houses want it badly. 


For example, there are several situations right now in the hardware 
trade where we find the manufacturer trying to maintain stable prices, 
but he finds that some wholesalers are doing things that break it down. 





Detroit 2, Mich. ee And every now and then they get it. How? 

G. L. J. Mitchell See 

714 Stephenson Bidg. ° ; . . 
6560 Cass Ave. Well, it turns out that the discount house, in o1.e instance, got it 
Trinity 4-1616 from a wholesaler some 500 miles away. Now this same wholesaler 
Chicago |}, Il. insisted that his local dealer trade maintain prices on this line, but 


Mal M. Whitfield—William E. Comiskey ; 
360 N. Michigon Ave. 
Telephone: Randolph 6-2166 


San Francisco 3, Cal. 
Frank McKenzie 

1355 Market St. 
Telephone: Underhill |-9737 


Los Angeles 57, Cal. 
L. H. Jackson, 198 S. Acorene. oS 
Telephone: Dunkirk ani . 


he has no objection to shipping to a discount house in someone else’s 
territory. This, I’m afraid, happens too often. Some wholesalers feel 
there is nothing wrong, when they get a little heavy on an item, about 
dumping it in some other wholesaler’s back yard where it will get 
kicked around. 


This, of course, invites retaliation and the first thing you know the 
entire price structure of the line is wrecked and everybody loses 
money, except the discount houses. This just doesn’t make sense, 
particularly in these days of narrow profit margins. 





I don’t think you can blame a manufacturer, when he sees this hap- 
pening, for saying, the heck with it, let them sweat out their pr.blems 
themselves. 








The obvious suggestion that the offending wholesaler be dropped 
isn’t necessarily the answer, because this wholesaler may be doing a 
tremendous job in his own territory and sticking to normal prices and 
outlets. 
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Editorial 


continued 


It seems to me that we have here a case where some wholesalers need to 
exercise a little self-discipline. There is a need to realize that this practice 
of dumping in someone else’s back yard hurts everybody. And if we are 
going to expect that manufacturers police their prices, we must also expect 
that all wholesalers will assume their share of this responsibility and not 
go about cutting their own throats. 


Suggested retail prices... 


Should manufacturers publish suggested retail prices in their consumer 
advertising? This subject is getting a lot of thought these days in the 
hardware trade. 


There are many angles to both sides of this problem. A good summary 
of the general feeling of distributors was published in Hardware Age 
April 10, p. 95. Since this letter appeared, we’ve received a number of 
comments from dealers and wholesalers on the question. It is apparent that 
the trade is not in complete agreement on the subject, although it does 
appear that a majority is opposed to this use of suggested list prices. In 
any event, the subject is one that is getting careful thought on the part of 
the hardware trade, particularly since the recent weakening of Fair Trade. 


The concept of a nationally known brand, of good quality, backed by a 
manufacturer of integrity and being sold at a fair, well established price 
has helped build many outstanding lines. But in recent years the pressure 
to maintain factory sales and the growth of retail outlets that base their 
entire appeal on selling at a discount has considerably altered the picture. 


In some lines today the suggested retail price is a farce. The item is never 
sold at that price. Then why should the price be used in consumer adver- 
tising, unless it is for the purpose of providing an umbrella for discount- 
ers ...a base from which they can talk about discounts. 


If this were the reason, then the use of such prices comes close to being 
misleading advertising. The FTC is currently engaged in hearings involv- 
ing a lawn mower sales organization specifically accused of using mislead- 
ing suggested retail prices (the mower involved is not one with important 
distribution in hardware stores). 


Even though we may believe in the inherent virtues of an honest price, 
suitably maintained through such a medium as Fair Trade, I am inclined “ ; 
to feel that lacking enforced Fair Trade prices, the use of suggested retail 
prices in consumer advertising is not in the best interests of the hardware 
trade. @ 


The exception to this would be those lines that have succeeded, through 
conservative distribution policies, in gaining general respect for their pub- 
lished prices. 


This whole subject is a complicated one and I know that many manu- 
facturers are sincerely interested in knowing how the trade, both retailers 
and wholesalers, feel about it. Why not drop me a line telling me your 
opinions. 
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Look WHATS NEW from 








Americas Most Beautiful 
: | BIER | Ruta MAIL BOXES 


4 Lifetime Finishes 
ALBRAS 


Permanent Anodized 
Brass Color 


ALBRIGHT 


Permanent Anodized 
Chrome Bright 












CLOSET ROD 


Nylon Hanger-Glides 



















HANGER-GLIDE 


Slips easily into 
place. Glides silent- 


ly and smoothly - 
along rod track. — a 
{ y 

















ALBLACK J) 
Permanent Anodized ; 
Black Color NEVER RUSTS Every modern closet needs these handsome M-D Closet Rods and 
ALACROME NEVER TARNISHES Nylon Hanger-Glides. Come in beautiful, anodized finishes. 
Permanent Natural Made of extra heovy Each package contains closet rod, hanger-glides, end brackets, 


gavge aluminum . S 
Aluminum Finish screws and instructions. 


Folding Door 


HARDWARE 


For ase wardrobes, dens, bars, room dividers 


wood posts 





MACKLANBURG DUNCAN CO 

















MACH LANBURG DUNCAN CO 








Fits all standard rural mail boxes 
Sturdy! Rust Proof! Easily installed 





ideal for 4 or 2-panel 


eeeeeeeeceeoeeeeeeoe ee eeee ee eeeeeeeeeeeeeeoeoeoeoeeoeeeeeeeeeeeed full or half size 


Anodized Aluminum interior doors of ny 


thickness. G'ves full 
saves floor and wall 
space. Hardware 
MACKLANBURG DUNCAN CO comes in completely 


access to closets, yet 
packaged sets. 


FREE NEW 
Smart, easy 


to install 



























































Engraved Smooth to Tn 
Name Plate operars hn NI | 
available eeeeeeeeeeeeeeeeeeeeeeeeeoeeeeeeceeeeeeeeeeeeceeoeeeeeeeee eee 
with every OT-400 
box 











Reversible 
ae wcomrcomern_| SLIDING DOOR HARDWARE 


Bs 5 Exciting STHE MOORES *) <= fs 
Finishes ‘canal 


All beautifully anodized — gold 
lid on black box, black lid on 
gold box, black lid on black box, 
gold lid on gold box and ano- 

dized aluminum lid on aluminum sides Uae. tnaanils, welded, we ae 


box. screws and instructions. 


MACKLANBURG-DUNCAN Co. 


P.O.BOX 1197 @ OKLAHOMA CITY 1, OKLA. 
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SAME 
| HANGERS 
for BOTH 


Complete packiged set con- 
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BY WASHINGTON 


SBA now offers bigger loan 
and at lower interest rate 


You can call on the Small Business Administration 
whenever you need help, and you’ll get lower interest 
rates and be able to borrow more. 

Congress has made the SBA a permanent agency. 
It was created five years ago as a temporary institu- 
tion, and periodically extended until this year. 

In addition, lawmakers lowered the maximum in- 
terest rate for SBA loans from 6 to 5% percent. In- 
terest rates on loans in which banks participate are 
set by the banks, but may not exceed the SBA maxi- 
mum. 

Congress also increased from $250,000 to $350,000 
the maximum any one borrower can obtain at a time 
from SBA. 

Stores are eligible for SBA loans if annual sales 
volume does not exceed $1 million. 


outlook 


If you need help in financing inventories, moderniza- 
tion, or expansion check first with your local banker. 
If he can’t supply funds at reasonable interest rates 
ask him to help you get an SBA loan. If he won't 


provide part of the loan, then apply to SBA for a direct 
loan. 


Look for action next year on 
new Fair Trade legislation 


Passage of new Federal Fair Trade legislation has 
been blocked for this year. The chances look good for 
1959. 

Sen. Alan Bible (D., Nev.), will hold hearings be- 
fore his Senate subcommittee after Congress adjourns, 
making final passage this year impossible. Hearings 
opened July 21 in Washington, D. C. 

Sen. Bible’s subcommittee is the third to hold hear- 
ings on Fair Trade this year. The House Commerce 
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BUREAU 














OF HARDWARE AGE 


and the Senate Small Business subcommittees took 
testimony earlier. 

Business support for the bill, which would replace 
state laws with a single federal system, has been 
strong, congressmen report. 

There is a chance that some of the Bible subcom- 
mittee hearings will be held in cities other than Wash- 
ington. 


outlook 


Keep an eye on the Bible subcommittee. If hearings 
are held in your city, or nearby, ask for time to testify 
or submit a statement to be inserted in the official 
record. Remember, you can submit a statement with- 
out having to appear in person. 


Senate moves to strengthen 
Robinson-Patman enforcement 


You can expect Congress to pass legislation putting 
teeth into cease and desist orders issued under the 
Robinson-Patman Act. 

The Senate on July 15 passed and sent to the House 
a bill (S. 721) to make cease and desist orders take 
effect automatically. 

Present laws require a court order and three sepa- 
rate cases before they become final. As a result, such 
orders frequently can’t be enforced for years and il- 
legal practices continue unchecked. 

Meanwhile, the Justice Department and the Federal 
Trade Commission opposed pending bills to establish 
functional discounts before House Judiciary Commit- 
tee hearings July 16 and 17. One effect would be to 
require wholesalers to get different discounts from 
manufacturers than stores. 


outlook 


If you favor or oppose these bills, write now to your 
congressman. Explain in detail why you take the posi- 
tion you do. Tell what effect each bill would have on 
your business. Write also to the House Judiciary Com- 
mittee, which is studying both measures. 
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Yes, I'm a Jalware Dealer because 


“top quality ware is easy to sell” 


Fast turnover is a cinch with J&L’s complete line of top quality ware. 
f ' Every item has distinctive eye appeal, is priced to sell, is built to last 

longer. Completeness of the J&L line simplifies inventory, ordering and 
stocking. Over 260 leading jobbers across the country provide fast, 
dependable delivery. Order Jalware today from your local jobber, 
or write direct to Jones & Laughlin Steel Corporation, 405 Lexington 
Avenue, New York 17, New York. 
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“THE UTILITY” WATER PAIL 
This hot-dipped galvanized pail is a 
favorite everywhere. Made with flaring 
sides and fitted with free swinging wire 
bail. It is oneof the fastest selling items 
in the complete, quality line of Jalware. 
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spending mood 
on the rise... 


get set for 
school sales ... 


home building 
booms sales... 


gadgets rate 
with the men... 


HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


Customers are becoming more optimistic about buying durable 
goods. This change in attitude, gradual at first, is gaining momen- 
tum, according to the Consumer Attitudes Poll of the University 
of Michigan’s Survey Research Center. Consumer buying may be 
reflected in a sales pick-up this fall. There’s another reason sales 
should pick up. Many consumers are tiring of waiting for expected 
price drops. They’ve decided prices aren’t coming down so they’ll 
go ahead and buy now. HA Recommendation: Stimulate sales in 
your store with aggressive promotions. Use price specials to build 
traffic, then upgrade customer purchases. 





With millions of youngsters heading back to school in September 
and millions more enrolling for the first time, signs indicate this 
year’s back-to-school market will be the biggest ever. There are 
many items you can sell in this market: school supplies, artists’ 
supplies, lunch kits, sporting goods, wheel goods and toys, to name 
just a few. HA Recommendation: Figure your back-to-school 
market potential. Start planning promotions and checking stocks 
for this market now. Run first ads a week or two before schools 
open in your community. 





A building boom in the second half of this year will open up new 
sales opportunities for hardware dealers. First, there will be the 
sale of builders’ hardware, paints, fasteners, electrical and plumb- 
ing supplies, etc., to the builders. Then there will be the sale of 
household supplies to the buyers of these new homes. HA Recom- 
mendation: Keep close tabs on building activity in your area. Sub- 
mit bids to builders to supply materials. Get names of new home 
buyers from real estate men, then invite these buyers to visit your 
store to fill their household needs. 








A big fall market for kitchen gadgets is in the making. Many men, 
spurred by success with backyard barbecue, will be turning their 
talents to indoor cooking this fall. Many will experiment with 
exotic dishes and will require all sorts of gadgets for their prepara- 
tion. HA Recommendation: Cash in on this new market. Sponsor 
a cooking school for men. Show how easy it is to prepare fancy 
dishes and stress the importance of gadgets in the kitchen. Pro- 
mote the idea that experimenting in the kitchen can be fun. 





... turn to p. 61 for more news on how’s the hardware business 
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AYvin 


gives you the consolidated selling strength of 


3 FAMOUS NAMES 


in one great new line of IRONING TABLES 





















Arvin 


» Mer L: TOP | 











Six best selling ironing tables with broad variety of design—a compact line that | gives 
you complete market coverage and top values in all price fields. 





SOLD EXCLUSIVELY THROUGH DISTRIBUTORS 


Electronics and Appliances Division « Arvin INDUSTRIES, Inc., Columbus, Indiana 





Arvin also manufactures Radios, Phonographs, Portable Electric Heaters, Fans, Car Heaters, Leisure Furniture, Outdoor Grilli 
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spending mood 
on the rise... 


get set for 
school sales .. . 


home building 
booms sales .. . 


gadgets rate 
with the men.. . 


HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 





Customers are becoming more optimistic about buying durable 
goods. This change in attitude, gradual at first, is gaining momen- 
tum, according to the Consumer Attitudes Poll of the University 
of Michigan’s Survey Research Center. Consumer buying may be 
reflected in a sales pick-up this fall. There’s another reason sales 
should pick up. Many consumers are tiring of waiting for expected 
price drops. They’ve decided prices aren’t coming down so they’ll 
go ahead and buy now. HA Recommendation: Stimulate sales in 
your store with aggressive promotions. Use price specials to build 
traffic, then upgrade customer purchases. 





With millions of youngsters heading back to school in September 
and millions more enrolling for the first time, signs indicate this 
year’s back-to-school market will be the biggest ever. There are 
many items you can sell in this market: school supplies, artists’ 
supplies, luach kits, sporting goods, wheel goods and toys, to name 
just a few. HA Recommendation: Figure your back-to-school 
market potential. Start planning promotions and checking stocks 
for this market now. Run first ads a week or two before schools 
open in your community. 





A building boom in the second half of this year will open up new 
sales opportunities for hardware dealers. First, there will be the 
sale of builders’ hardware, paints, fasteners, electrical and plumb- 
ing supplies, etc., to the builders. Then there will be the sale of 
household supplies to the buyers of these new homes. HA Recom- 
mendation: Keep close tabs on building activity in your area. Sub- 
mit bids to builders to supply materials. Get names of new home 
buyers from real] estate men, then invite these buyers to visit your 
store to fill their household needs. 








A big fall market for kitchen gadgets is in the making. Many men, 
spurred by success with backyard barbecue, will be turning their 
talents to indoor cooking this fall. Many will experiment with 
exotic dishes and will require all sorts of gadgets for their prepara- 
tion. HA Recommendation: Cash in on this new market. Sponsor 





a cooking school for men. Show how easy it is to prepare fancy 
dishes and stress the importance of gadgets in the kitchen. Pro- 
mote the idea that experimenting in the kitchen can be fun. 







... turn to p. 61 for more news on how’s the hardware business 
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Six best selling ironing tables with broad variety of design—a compact line that gives 
you complete market coverage and top values in all price fields. 
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SOLD EXCLUSIVELY THROUGH DISTRIBUTORS 


Electronics and Appliances Division « Arvin INDUSTRIES, Inc., Columbus, Indiana 


Arvin also manufactures Radios, Phonographs, Portable Electric Heaters, Fans, Car Heaters, Leisure Furniture, Outdoor Grills 
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HERE IS THE LATEST INFORMATION ON 


NEW MERCHANDISE 





Large aluminum leaf rake 


Home gardeners and commercia! 
workers will be customers for this 
unique giant aluminum leaf rake. 
The lightweight rake can sweep or 
rake as easily as any other garden 
tool. It is made of gold anodized 
aluminum with tempered steel 
teeth. Sweep-rake comes in 44, 36 





re 


mun 


} | 
Ai 


OPO 





or 30 in. widths at $9.95 to $7.95. 
Gardex, Inc. 


For more data circle No. 1 on postcard, p. 49 


Coping saw frame package 


This self selling package for self 
service stores contains a new cop- 
ing saw frame and three extra 
blades. A colorful card is mounted 
on the saw frame and the blades 
are secured to the card which has a 
spot for pricing. Great Neck’s CP-9 
coping saw frame is adjustable for 
6 and 6% in. blades and has an 
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amber and red plastic handle. 
Throat depth is 434 in., stock is 
l, x 5/16 in. Each frame weighs 
7 oz. Packed one dozen per box. 
Great Neck Saw Mfrs., Ince. 


For more data circle No. 2 on postcard, p. 49 


Septic tank chemical 

One treatment with Free-All 
septic tank and cesspool cleaner is 
effective up to six months. The 


IRR APT ae 





formulation contains 100 percent 
active ingredients and cleans the 
entire system. Free-All will not 
harm humans, animals or plumb- 
ing and is simply poured into the 
toilet and flushed down to do the 
cleaning or preventive mainte- 
nance job. Retails for $1.95. G. N. 
Coughlan Co. 


For more data circle No. 3 on postcard, p. 49 


Slicing knife and holder 
Housewives who entertain will 
be interested in this unique kitchen 





tool. It is used to cut thinner bread 
slices from standard slices and is 
handy for preparing canapes, patty 
shells, melba toast and other thinly 
sliced items. The handy stainless 
steel tool comes complete with a 
wavy edge bread knife in a Gift 
Pak for $4.95. Slice-a-Slice without 
knife retails for $2.95 and the knife 
sells for $2.50. Ace Products Co. 


For more data circle No. 4 on postcard, p. 49 
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Want more information on these 
products? Then use free post- 
card on page 49. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





Plastic pantryware line 


Housewives who want colorful 
plastic pantryware will want Ele- 
gante with tarnish-proof gold me- 
tallic leaf decorations. This light- 
weight line is offered in four 
colorful combinations. Line includes 
lift-lid and roll top bread boxes, 
round and square canisters and 
cookie jars, salt and pepper shak- 





ers, recipe file, ice bucket. Columbus 
Plastic Products, Inc. 


For more data circle No. 5 on postcard, p. 49 


Frozen food package marker 


Freezer owners will want this 
handy Carter’s frozen food package 
marker. It will date and label all 
types of material used for wrap- 
ping foods for the freezer includ- 
ing wax paper and foil. The marker 
comes in black, red and blue on 
individual display cards. The pre- 
priced card suggests other uses 
for the marker. A permanent wire 
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display rack that holds 3 doz cards 
comes with orders for 6 doz or 
more. Marker sells for 59¢. Car- 
ter’s Ink Co. 


For more data circle No. 6 on postcard, p. 49 


Economy cellar drainers 

Here is an economy line of quality 
built upright cellar drainers from 
Rapidayton. Models are available 
in brass, aluminum and iron at 











prices beginning at $44.50. Drain- 
ers are equipped with a new 56- 
frame 1% hp, 115 volt heavy-duty 
motor. Capacity at total discharge 
head of 5 ft is 3500 gph. Rapiday- 
ton Div., Tait Mfg. Co. 


For more data circle No. 7 on postcard, p. 49 


Pipe fittings and tray 

Plumbers will want this assort- 
ment of 50 of the most popular 
pipe fittings in a handy carry-all 
tray. The yellow, red and black tray 


; / 4 hh 
; . z + Sent 
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is made of corrugated board with 
no projecting staples and is divided 
into bins. Each bin is marked to 
identify each group of fittings. 
Thrifty Fifty fittings are available 
in % and % in. galvanized or black 
U-Cote. The filled tray is packed 
in its own shipping carton. Union 
Malleable Mfg. Co. 


For more data circle No. 8 on postcard, p. 49 
(Continued on page 46) 
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NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page 49. 


HELP YOU SELL MORE 





Visual padlock package 


Ten best selling Slaymaker pad- 
locks, including those on the SM17 





and SM57 display boards, now 
come in this colorful See-Pack. The 
versatile package has a removable 
clear plastic sleeve and a tab for 
hanging on perforated paneling. 
Locks can be sold in package or 
removed and sold from bins or open 
shelves. Slaymaker Lock Co. 


For more data circle No. 9 on postcard, p. 49 


Electrical items packaging 


Home owners and apartment 
dwellers, too, will want to pick up 





this 8-piece electrical necessities 
kit. The pack contains a 6 ft ex- 
tension cord, fuses, friction tape 
and various caps and bases. Other 
cord sets and assorted electrical 
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items are available in polyethylene 
packages topped by an attractive 
header card. Star-A Electric Mfg. 
Co., Inc. 


For more data circle No. 10 on postcard, p. 49 


Reusable tool package 
Customers will like the Greenlee 

Perma-Pak because they can use it 

as a permanent protector for the 








chisel or bit they purchase in it. 
The self-service package stacks 
easily in the bin or can be hung up 
for display. Greenlee Tool Co. 


For more data circle No. 11 on postcard, p. 49 


Heating system chemicals 


Four Barclay chemicals for heat- 
ing systems are now available in 








attractive new consumer packages 
and are known as the Big 4 line. 
They are: PS-32 fuel oil conditioner 
for oil burners, heaters, ranges 
and automobile engines; Scale-Gon 
boiler cleaner compound; K-22 
boiler water treatment to prevent 
scale, rust and corrosion in boilers; 
and Stop-Leak boiler repair com- 
pound. Barclay Chemical Co. 


For more data circle No. 12 on postcard, p. 49 


Carpet sweeper display 


The Bridesmaid sweeper and its 
gift carton is displayed on this 
counter stand. The stand, which 
is 24 x 34 x 8 in., can also be hung 
on the wall. It comes free of charge 
with an order of six sweepers. 





Sweeper sells for $19.95. E. R. 
Wagner Mfg. Co. 


For more data circle No. 13 on postcard, p. 49 


Improved band saw package 
This is the new lighter-weight 
package for Simonds metal band 
saws. Folders permit dispensing 
and rewinding of band saw blades 
without opening package. Blade 
may be un-reeled through slot in 
corner of folder. Die-cut finger 
holes in face of folder and on inside 
(Continued on page 56) 
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MODEL K-280-B 
OSCILLATING SANDER 





So many outstanding features ... so low priced... 


OUTSELLS ALL OTHER POWER SANDERS 2 TO q! 


* Powerful 2 amp. AC /DC universal air-cooled motor! Here, at last is a power sander that will really make 


* Perfect sanding speed — 3500 oscillations per minute! money for you! A compact, well designed sander 
; with more selling features . . . for less money! Com- 
* Extended front for easy “feather edging” and corner sanding! pare the new Shopmate — feature for feature — 


‘ ‘ - : with others at even double its price . . . and you'll 
* 7%" x 35%" oil-grease resistant platen with over 25 square inches see why it’s outselling all others by more than 2-to-1! 


of sanding surface! Outstanding features include: power-packed 2 amp. 


; : ‘ : 115 volt universal AC/DC air-cooled motor, special 
* Patented non-slip locking knurled rollers hold abrasive sheets tight! oil-crease resistant sealed-cell platen with 3/16” 


. : . orbital motion, over 25 square inches of sanding sur- 
* Lightweight, easy to handle— weighs only 4'4 pounds! face, push-button switch, tough silver luster finish. 
* Finger-indented hand grip and auxiliary knob for precision control! 

* Uses 2 standard sheet of abrasive paper! 

* Complete with 9 abrasive sheets and lamb’s wool polishing bonnet! 


Big space ads in leading con- 
sumer publications like Satur. EVEN THE REGULAR PRICE 


day Evening Post, Popular LOOKS LIKE A SPECIAL... 


Science and Popular Mechanics 


are introducing this exceptional 
new sander to your customers. 
Get all the profit-making facts 
today! 


sees ee eee ew ee eee eee ee ee ee ee ee ee ee ee ee oe 


mail to GEORGE WEATHERBY, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street, Chicago 20, Illinois, Dept. HA-78 


Please send complete information on the new 
Shopmate Oscillating Sander, including prices. 


i OOO 


FIRM NAME 


SUGGESTED 
RETAIL 


PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street @ Chicago 20, Illinois 
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-eethe Pipe Vise 

that gives your 

home workshop We 
customer Pay 


/nost. for 


lus money 


&: ; ce: 
24 oe 





@ Look at what he gets in 
this RikAID Bench 
Chain Vise! . . . a replace- 
able heat-treated tool steel 
LonGrip jaw he won’t 
need to replace, that’s 
easy on nickeled pipe, with 
easy-to-tighten chain. 
Holds any pipe to 2”. It 
has integral rest to keep 
pipe straight for better cutting, threading, 
reaming. And it’s famous RIGID design 
and quality. Stock and sell the BC-2A for 
good steady profits... call your Wholesaler. 




















. a small sample of the full line 
of Safe Builders Hardware .. . the 
quality line at competitive prices 
since 1849. Send for free Catalog 
No. 21 today. 


ORDER FROM YOUR JOBBER 


FASTENERS. 


since 


Side 
Fastener 


03080 





Door 
Fastener 
2751 


SAFE-FRAIM 
Burglar Proof 
Window Lock 


Pull Down Box Hasp Lever 
Sash Fastener 3054 6745 


Ventilating 
Lock 3075 
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HASBRO ‘58 TV PREVIEW 


I'M HASBRO 
NO-FAIR PEEKING! 








YOU'LL BE SEEING PLENTY OF ME 
STARTING WITH MY TV BLITZ FOR 
HASSENFELD BROTHERS TOYS & 
GAMES, COAST TO COAST 
STARTING IN SEPTEMBER & = 
RUNNING RIGHT THRU 

TO CHRISTMAS! DON'T 
MISS TYING-IN WITH MY 
GREAT NEW TV PUSH! 


<s 








"WHAT'S NEW, HASBRO?" 


. . . THAT’S THE LINE THAT MILLIONS OF 
KIDS WILL BE HEARING ACROSS THE NATION 
ON A SATURATION CAMPAIGN OF 5,000 TV 
SPOTS FROM SEPTEMBER THRU DECEMBER! 


HERE'S WHAT'S NEW 
FROM HASBRO! 


THIS IS 

THE LINE 
YOUR 
CUSTOMERS 
WILL BE 
BUYING 

ALL 

YEAR LONG! 


a 


2054 Mr. & Mrs. Potato Head — 
A New & Exciting Version of a 
Favorite “Multi-Million” Seller! 
Retail $2.00 Others at $1.00. 


5200 “Frosty” ice Cream Ma- 
chine — A brand New toy moa- 
i r 


chine that makes real ice cream 
in a minute. Retail $3.00. 


ALL BACKED-UP BY “DAY-IN DAY-OUT” TV SPOTS IN THE THOUSANDS! 
MR. DISTRICT ATTORNEY . . . MILLION DOLLAR MOVIE... MGM MOVIE. . . LAUREL & HARDY. . . WILD 
BILL HICKOCK . . . SIR LANCELOT . . . ANNIE OAKLEY . . . SHERIFF SCOTTY . . . RAMAR OF THE JUNGLE 


. .» RKO PLAYHOUSE . .. WONDERAMA 












1919 “Pony Tail” Vanity Case — 


1651 “Daffy Drops’ Paint Game a best selling favorite in a 


— The latest in “‘new idea” crea- 
tive-play games that everyone 
will be going daffy for! Retail 
$2.00 — Others at $1.00. 


2610 Merry Milkman Toy & 
smartly styled, New “Teen-Ap- Game — The Merriest “Grown- 
peal” design in durable plastic! Up” game of them all! Retail 
Retail $3.00 — Others at $1.00 $2.00. 

and $2.00. 


le ee 


——_ 





1546 TOY NECCHI SEWING SET 1370 Jr. Doctor Case & 1770 





3602 Hasbro Pencil Craft Set — 
complete with revolutionary new 
Color-Vue Plastic pencils and 
pre-sketched pictures! Retail 
$2.00 — Others at $1.00. 


Contains the famous Toy Necchi 
Sewing Machine. Actually sews! 
Made of durable plastic. Factory 
tested to assure satisfaction. 
Complete with dresses, sewing 


Dolly Nurse Case .. . Two “All 
Year ‘Round” favorites packed 
with a great assortment of gad- 
gets in an unbreakable poly case 
and real hardware! Retail $3.00 










materials and pretty doll model. 


Retail $5.00 — Others from $1.00 to $5.00. 













FEATURED ON TV’S TOP CHILDREN’S SHOWS 
POPEYE . . . BUGS BUNNY . . . MIGHTY MOUSE . . . SANDY BECKER . .. LOONEY TUNES . . . ROMPER ROOM 
. .» HOPALONG CASSIDY . . . GARFIELD GOOSE . . . CLUB HOUSE GANG . .. WOODY WOODPECKER . . . 
SUPERMAN . . . HAPPY HAL CLUB HOUSE . . . BUCCANEERS . . . 


AND DON'T FORGET ME...HASBRO...YOUR YEAR ‘ROUND TOY SALESMAN! 














Toy Retailers Everywhere Will Be Saying... 





‘THANKS HASBRO! 


_—~ “FOR THE FASTEST MOVERS 
"IN THE TOY BUSINESS" 


rope | “FOR THE BIGGEST 
Dispiay ‘TV BUILD-UP IN 
CARDS YOUR HISTORY’ 


“FOR A REALLY COMPLETE 
PACKAGE OF SPARKLING 
NEW DEALER AIDS" 


AVAILABLE FREE FOR 
ALL HASBRO DEALERS... 


CONTACT YOUR WHOLESALER OR HASSENFELD BROS., NOW! 


Look for Your Hasbro Man. . He’s Carrying The Most Profitable Package in the Toy Game! 


HASSENFELD BROTHERS, INC., CENTRAL FALLS, RHODE ISLAND 


HARDWARE AGE, JULY 31, 1958 








Store management 





uide ’em and 


they ll buy more 


Just as a modern industrial plant has a care- 
fully-planned straight-through production line, so 
a retail hardware store can have a consumption 
line, which guides traffic from point to point. 

Using basic principles of the science of store 
engineering, retailers can build an invisible 
series of guide posts leading from the entry 
throughout the store and ending at the check- 
out counter. 

It’s done with tie-ins whereby impulse sates 
are stimulated by ingenious location of mer- 
chandise. 

That’s what the management of Sun Hard- 
ware had in mind when the store was in the 


PIO on ew 


planning stage before it was opened last year. 
Don Way and brothers Al and Nick D’Aloisio 
merely applied the lessons learned in the opera- 
tion and constant realignment of their other 
store in San Mateo, Calif., when they launched 
their new enterprise in nearby San Bruno. 

They had become keenly aware that the great 
majority of customers leave a hardware store 
with purchases they had not intended to make 
when they entered. 

Analyzing customer shopping habits developed 
through their own supermarket purchasing, they 
reasoned that there should be a way to influence 
impulse buying so that it would be less of a hit- 
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Store partner Al D'Aloisio checks out a customer. 
of-the-store traffic jams on busy days. 





Guide ’em and they'll buy more 
(Continued ) 


or-miss proposition. Not that it could be reduced 
to a perfect pattern—the human element is too 
prominent a factor—but control in any possible 
degree was set up as the goal. 

Sun Hardware in San Bruno, Calif., is the 
result of the partners’ planning. 

Merchandise placement carries shoppers in a 
planned pattern through the store. 

While the degree of relationship between vari- 
ous categories of hardware and housewares 
varies enormously, closely-related items are lo- 
cated, wherever possible, directly opposite one 
another or on an adjoining gondola or-shelf. 

The store is in a location that lends itself ad- 
mirably to casual shopping. 

Perched on the crest of a steep hill, it stands 
at the entrance to a shopping center which in- 
cludes a large supermarket and several smaller 
retail stores. The center serves a community of 
some 1200-1500 new homes, with more new 
homes being completed all the time. 

“There never was a new home built that has 
enough towel! racks, door mats, or curtain rods,” 
declares Al D’Aloisio. 

“I’d feel safe in figuring that 100 percent 
of these new home owners are going to come in 
here for some of their needs. Our job is to supply 
as many of those needs as we can. 

“Of course, if these new home owners don’t 





come in we cannot sell them. Even if we have 
this traffic, we can’t sell these home owners 
unless we arrange our merchandise so it can be 
seen, handled, and dropped in a shopping cart 
just as easily as if this were a grocery store.” 

How well the D’Aloisio brothers and Mr. Way 
carried out their planning is illustrated by look- 
ing into the store through the all-glass 50-ft 
open display window. 

Symmetrical rows of fixtures assure ease of 
shopping. 

A high level of illumination from unbroken 
rows of fluorescent fixtures brighten every de- 
partment in the store. 

Merchandise displayed even on top shelves is 
within easy reach of customers of average 
height. 

Completely self service, the store can be ef- 
ficiently operated by one man during all but peak 
periods. 

The check-out counter is near the front of 
the store, yet off to one side so it does not hide 
merchandise. 

All displays are low so there is clear visibility 
throughout. This discourages pilferage. It opens 
up the store for impulse selling. The interior 
has an uncluttered look. 

One of the best examples of related line dis- 
play is up front where long-handled garden tools 
are on a 12-ft perforated wall rack. 

Just across the aisle is a 20-ft gondola, with 
garden supplies and equipment displayed on both 
sides. Facing the long-handled tools are small 
hand garden tools. This display flows naturally 
into garden and lawn accessories such as sprin- 
klers, hose, sprays, planting pots. 

(Continued on page 26) 
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Note check-out station is against side wall to eliminate middle- 
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A floor plan that flows traffic through a store 


Here is the layout of Sun Hardware 
store that encourages impu/se buying 
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Guide ’em and they'll buy more 
(Continued ) 


Because westerners enjoy backyard meals, the 
partners placed a big display of barbecue grills 
and related items just across the aisle from the 
garden lines. 

And what ties in with barbecuing? 

Why, alongside and nearby the grills are items 
such as charcoal, lighting fluid, mitts, dishes, 
yellow insect-repellent light bulbs. 

From cooking outdoors the invisible tie-in line 
leads to items for cooking indoors. There is a 
20-ft gondola display of small appliances, mainly 
for the kitchen. While the customer looks for 
something for the kitchen, she can step over to 
the next display and see how a new ironing board 
would look in her laundry. 

Suddenly, without seeming to realize it, cus- 
tomers find themselves in the housewvares section, 
looking at nested TV tables, metal stools and 
rubber mats. 





Alongside on a perforated wall fixture is a 
display ofi clocks that would be a feature in any 
room in the home. 

Here is another tie-in tour, starting with a 
35-ft wall display of paints and varnishes. A 
long, unbroken row of any merchandise would be 
monotonous, so this display is relieved by a panel 
of brushes and a paint-shaker stand. 

Across a wide aisle from the setback paint 
shelves is another gondola filled with paint 
sundries on one side. Paint leads to brushes, 
sandpaper, and glue. Then these are backed up 
with a display of such sundries as roller kits, 
patching materials, and brush cleaners. Right 
down the line are shelves of cleaning materials. 


No traffic jams in aisies 


Plumbing needs are displayed on a gondola. 

Facing the display of fittings is a closely- 
related group of kitchen and bathroom necessi- 
ties, including toilet seats, racks and bars for 
hanging and installing fixtures for these two 
rooms. These are mounted on hangers in per- 
forated panels, so they can be stacked. 

The flow from here is to sheet metal duct work 
for handyman heating and ventilating jobs. How- 
ever, bulky sheet metal and pipe are kept in the 
back room. 

Only a few steps from electrical and plumbing 
needs are the bolts, screws, and nails used to 
make installations. Another step brings the cus- 
tomer to a wall rack and bins of hand and power 
tools. 

The same sort of tie-in display follows all the 
way through the store, except for those isolated 
instances where the relationship between de- 
partments is physically impossible to arrange. 

All merchandise is shown so that it is easily 
accessible. 

Five-foot aisles make for a spacious feeling 
and permit easy passage of shopping carts. 

The partners not only designed the store to 
their own specifications. They built all their 
own fixtures in less than a month of spare time. 

Gondolas have four tiers with setbacks. 

All shelving is adjustable. 

Vertical display fixtures are faced with quar- 
ter-inch perforated panel in pink with white and 
light gray flecks. 

The ceiling is white for maximum reflection. 
The yellow and _ salmon-colored walls lend 
warmth. 

To make the most of the 50x64-ft selling space, 
bulky merchandise such as firewood, peat moss, 
and large bagged items are displayed on large, 
slat-sided rolling carts parked on the sidewalk 
during the day. 


As customers follow the trail blazed for them 
from one department to another, they find every 
item price-marked. © End 


Step-cans, canister sets, and bath hampers bear a basic 
relation to one another. Grouping them accordingly at 
easy reaching distance from sales floor makes added sales. 
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Service on power and cutter units is effective sales tool for this dealer on mowers. 


How to keep your store in the black... 





Service what you sell 


Service also helps this dealer sell more power lawn 


mowers, plus keeping his store on the profit side 


Herman Schulte read some articles in Hard- 
ware Age about the importance of service in the 
sale of power lawn mowers and other merchan- 
dise. He talked with his partner, Vincent C. 
Buttner, and they decided to add a service de- 
partment to their store, T. J. Kramer Hardware 
Co., in Bloomfield, N. J. 

Mr. Schulte has not kept a separate record of 
income from the service department, but this 
is the way he puts the results: 

“Between income from service, and rental! 
fees, our store has stayed in the black.’’ 

Service also has stepped up the sale of new 
power lawn mowers. Mr. Schulte’s statement 
about service income was made this spring, after 
the department had been going for just less than 


a year. Up to mid-spring this year Kramer 
Hardware had sold 14 power mowers, against 5 
for the same selling time of a year ago. 

The first step in setting up a service depart- 
ment was to find space for the department. Two 
ideas were considered. 

First, the department might be located in ths 
garage at Mr. Schulte’s home. 

Second, the department might be located in a 
separate building back of the hardware store. 

Both potential locations were ruled out be- 
cause it would mean personnel located outside 
the store and setting up of two places of busi- 
ness. 

Space was found at the rear of the store, An 
inner wall was erected about 12 feet from the 








How to keep your store in the black 


(Continued) 


rear wall, along a corridor leading to a rear door. 

Merchandise in this 12-foot area was moved 
forward. Some merchandise was put on the 
floor, some on shelving. It meant a bit of 
squeezing on the sales floor, but the end result 
was a service shop right in the store. 

The service department opening in August 
last year was promoted with a mailing of 600 
cards over the store’s list. 

The mailing list has been growing. Names of 
service customers are added. This list will be 
used later this year for a mailing to promote 
winter maintenance of power mowers to build a 
backlog of business over the cold weather 
months. 

The service and rental departments are two 
separate operations. However, they work to- 
gether for rental equipment is maintained by 
the service department, and rentals also result 
in sales of equipment that needs servicing. 


Store service slogan is 
promoted on delivery 
truck. Vincent C. Buttner 
standing by. 








For example, last year a power lawn mower, 
which lists at around $94, was put into rental 
service. Here is what happened last summer: 

Rental income from this mower, $143. 

Sales of new mowers, three to rental custom- 
ers. That added three potential customers to the 
service department. 

Equipment in the service department includes 
a saw sharpener and lawn mower lathe, plus hand 
tools, and bench tools such as vise, grinder and 
buffer. 

Power mower engines are serviced. Parts are 
obtained from several nearby automotive jobber 
houses. 

Emphasis in the service department is on 
power lawn mowers and power tools. However, 
the department also does a brisk business in ser- 
vicing traffic appliances. 

The technical skill is supplied by Mr. Schulte. 
He has a natural bent for service work, and 
when the department was being set up he spent 
three weeks attending training sessions at Skil 
Corp.’s plant in a nearby suburb. 

Kramer Hardware has set up its service sched- 
ule based on suggested fees of Skil Corp. ad- 
justed to local competitive conditions. ® End 
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Taylor Instrument Companies, Rochester, N. Y. 





Packaging for profits 


Recent box design contest produces four hardware winners, shows 


tremendous effort manufacturers are making to build sales 


More hardware manufacturers are putting 
major effort into improving the looks, strength, 
and versatility of their packages. 

Today’s buyers’ market has added emphasis 
to the ever-present importance of impulse and 
self-service packaging. 

Recently, more than 2000 packaging designs 
were entered by manufacturers for 79 awards 
in the eighth annual paper box competition. The 
event, called “Boxarama,” was sponsored by the 
National Paper Box Manufacturers Assn. at 


Detroit. Many key hardware categories were 
represented. 

The pictures show winners in hardware lines. 

The competition sparkled with ingenious ideas 
in packaging that will cause traffic to stop and 
notice displays, learn more about the products 
you sell with less clerk service, and buy more in 
the process. 

Boxarama spotlighted the importance of clean 
lines, brand identification, functional design, see- 
through cartons, and short, hard-sell copy on 
packages. End 
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Up-front display 


sells clocks 


Here is how a Texas hardware dealer 
boosts clock sales from $400 a 
year to around $4000 with emphasis 
on impulse sales appeal 
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David Cozier sells a clock to a woman who noticed 
the wall display from the street. 









How would you like to make a 10-fold increase 
in your clock sales? 

That is what a southern firm did with no great 
increase in its clock inventory. 

In Wharton, Tex., Cozier’s Wharton Hardware 
shifted its clock stock and increased volume in 
these items from $400 to $4000 a year. 

Formerly alarm clocks were on an island in 
housewares. Women who came across them while 
browsing in that department bought about $400 
worth a year. 

David Cozier, owner, decided that alarm clocks 
should be doing better than that. He built a 
perforated panel fixture about eight feet wide 
and six feet high, placed it along the wall just 
inside the double-door entrance. He attached one 
clock of every model in stock to the board. 


They're easy to see in squares 


Everybody who entered the store could see the 
clock display. Volume jumped immediately and 
it kept increasing. 

To make each clock stand out, Mr. Cozier drew 
straight pink lines about an inch wide from top 
to bottom and from side to side. These lines 
formed a 10 in. square for each clock. This 
stepped up volume, because it lent a certain 
individuality to each clock to make the entire 
display stand out even more. 

The firm does not go in for fancy or large 
clocks. Most clocks are electric, but there are 
some spring-wound numbers. Prices range from 
$3.95 to $12.95, with those priced about half-way 
between being the fastest sellers. 

Customers like to select clocks and remove 
them from the display board. The management 
encourages this, although there usually are sev- 
eral additional clocks of the same size and make 
in stock. 


if they see them they buy them 


Each clock bears a small glued-on ticket, which 
tells the price and colors in which it is available. 
Although the one displayed may be pink, there 
may be a blue, an ivory or even a red one in 
reserve stock. As a color is sold out of stock, it 
is marked off the list on the displayed clock. 

“Our experience proves,” Mr. Cozier says, 
“that clocks will sell fast in a hardware store 
that has normal housewife traffic if they’re dis- 
played where the customer must see them as she 
enters or leaves the store. 

“To our surprise, our experience proved that 
clocks are mainly an impulse item. Women just 
don’t come to the hardware store to buy clocks, 
but they’ll buy if reminded.” ®End 
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Toys pull tratfie 


throughout the year 


A suburban shopping center hardware store finds 


it pays to promote children’s lines because... 


Never underestimate the drawing power of 
children. 

A suburban Philadelphia hardware store 
learned this lesson many years ago. It has, 
ever since, been a much more properous store 
in terms of traffic, profit, and sales in every 
department. 


Pilgrim Hardware has a 
toy window display all 
year ‘round. 





When Pilgrim Hardware expanded its toy 
and hobby department in the Pilgrim Gardens 
Shopping Center, Drexel Hill, Pa., it learned 
how important youngsters and teenagers can 
be as customers. 

Many youths do their own shopping. Many 
more hurry through the store with parents 





Toys pull traffic 
(Continued ) 





trailing behind. The children get their toys. 
The parents are exposed to a whole store full 
of bright displays. 


Ray Shetzline and John Bruce are partners 
in the Pilgrim store. Pilgrim Hardware is one 
of 21 stores in the center. Mr. Bruce manages 
the juvenile section of the store. He makes 
this rear-of-the-store hobby and toy section a 
magnet for children of all ages, in all seasons. 

Here’s a summary of Mr. Bruce’s experience 
in toys: 


Q—Mr. Bruce, is your toy department this 
large all year? 


A—yYes, it never gets much below 1400 sq ft 
of display space. ‘Course it’s a bit bigger in 
the Christmas season. 

But I wouldn’t call it just toys. Let’s say 
“juvenile lines,” for I sell a great deal of hobby 
goods, books for children, and other related 
lines which aren’t strictly called toys. 





A corner of the full- 
year 1400 sq ft juvenile 
depoartmert. 


Q—How about the basic things like volume, 
inventory, and turnover? Do toys hold their 
own? 


A—No doubt about that. On their own, toys or 
juvenile lines, carry a full share of the load. 
More than this, these lines brings us untold 
amounts of plus traffic for every other depart- 
ment in the store. 


I’d hazard a quick estimate of sales at regu- 
larly between $20,000 and $30,000 a year. 
That’s not half bad in 1400 sq ft of a 4000 sq 
ft store, do you think? 


As for inventory and turnover, I think I can 
guess pretty accurately on those, too. I’d say 
our turnover is between two and three times 
a year, pretty close to the three-time mark. We 
carry about one-sixth of our total inventory 
in juvenile lines. 


Q—Those are encouraging figures. How large 
a trading area do you serve? 





HARDWARE AGE, JULY 31, 1958 


HARDWARE AGE, JULY 31, 1958 


Almost the entire rear of Pilgrim Hardware is 





permanent, and profitable, toy display. Shelves 


hold lots of stock. Three foot aisles invite family shopping trips. 


A—Oh, this center serves customers in about 
15,000 homes within a five-mile radius. Ma- 
jority of those homes have children of toy age. 
Many of them have three or four kids of toy 
age. 


Q—What’s your toy competition? 


A—We have plenty of that. Several other 
stores, notably Woolworth’s next door, have 
toys for sale. I don’t think that many of them 
have the complete stocks and selection we offer. 
And they all bring traffic to the center. 


Q—I see, and how do you go about pulling in 
traffic ? 


A—We advertise a good deal locally. And we 
always have a fairly professional window dis- 
play of juvenile lines. Of course, once a cus- 
tomer gets a good look at our broad lines, plus 
our back-up stock, we’re in! 

Three or four times a year we advertise in a 


national newspaper. We use public and paro- 
chial school newspaper ads to remind young- 
sters of our juvenile lines. Each December we 
mail toy catalogs, with our imprint, to the 
homes in our trading area. 


Q—Is window display important? 


A—Yes, for it gets the passersby, children and 
adults, to come into the store. We add and 
subtract certain items each week. That keeps 
the display fresh and interesting. 

We always have a display in one of our two 
big windows. During Christmas we give an 
entire window over to toys. 


Q—How do seasons affect juvenile lines? 


A—Because birthday and other gifts acount 
for about one-third of this department’s vol- 
ume, we can count on traffic 52 weeks a year. 

January and February are low points for the 
department. 





Toys pull traffic 
(Continued ) 


Sales start to perk up sharply just after 
school reopens in September. The peak in traf- 
fic comes just before Christmas, naturally. But 
it’s quite good all year. 


Q—Ever have any special promotions? 


A—Oh yes. Last June we gave the department 
a lift with a two-for-the-price-of-one book sale, 
in cooperation with a juvenile book publisher. 

We got good traffic in August with a model 
plane and boat contest. We got 80 entries for 
that one, and we gave the winners medals and 
trophies. 


Q—You’ve got some interesting display fix- 
tures. Did you buy them or make them? 


A—They’re home-made. I built ’em myself be- 
cause I knew just what I wanted and I wanted 
to economize. These units are good, heavy %- 
in. plywood. They hold samples and plenty of 
back-up stock, within easy reach of the average 
customer. 


Q—What’s your buying policy? 


A—I seldom ever buy one of a kind of any item. 
When a dealer does this the youngsters are 
disappointed. Children like to buy duplicates 
of toys that their friends have. 

We usually buy six of a model at one time. 
When we buy models of boats or planes, an 
order for six or more usually includes a small 
display unit. We have a standing order with 
one distributor to supply boat and plan models 
in lots of six, unless a larger order is needed to 
get the display. 


Q—How wide is your stock range? 


A—Pretty wide. Here are some examples: 
books from $1 to $2.95; dolls up to $5.50; com- 
plete sets of trains from $19.95 to $54.95. We 
also sell HO gage train sets from $29.95 to 
$34.95. 

We have special enclosed glass cases to fea- 
ture small collectors’ toys and models such as 
miniature cars, and cowboys and Indians. 
These run from 25¢ to more than $5. The cases 
prevent theft, excessive damage from han- 
dling, and keep the department orderly. 

We stock mode! planes and boats up to 
$14.95. We have more than 60 different models 
of planes. We sell gas engines for the planes 
also. 

Although we don’t stock radio controlled 
planes, we have sold six of them up to $80 from 
catalogs. 


We do a surprisingly good business in post- 
age stamps for collectors. We have package 
selections up to 50¢, and albums from 25¢ up. 


Q—What about repeat business in juvenile 
lines? 


A—tThat’s an interesting question. We find 
that kids are very loyal customers. They know 
about how often we get in new shipments, and 
they come back regularly to shop. Many of 
them have their own spending money, many 
bring their parents. 

The children like to be dealt with as adults. 
They don’t like being talked down to. They’re 
choosier than you would think about things 
like variety of selection, and quality of mer- 
chandise. 


Home-made plywood display fixtures hold at least 
six items in reserve for every toy sample. 


Q—That’s interesting, all right. Now, how 
about a history of toys in this store? 


A—Very briefly, we opened the store in 1950. 
In December, 1956, we just about doubled our 
store size by building an addition on the back. 
We have used a good part of the extra space 
for toys. 

We had a smaller store down the street for 
selling toys, that was before we expanded. Of 
course, we moved those toys into the main store 
right after we enlarged the building. 

We wanted toys in the back of the store. 
Every child who brings parents in to shop for 
juvenile lines exposes them to all of the other 
displays in our store. That adds up to con- 
siderable extra volume and profit in a year’s 
time. © End 
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J&L NAILS... 


now standard in new 50 Ib. carton 
and the familiar 100 Ib. carton 


...at no extra cost 


Nail inventory is more complete 
with J&L’s new 50-pound card- 
board carton, now available at 
no extra cost. 

J&L’s colorful 50-pound car- 
ton, made of 275-pound test 
board, is tough and durable with 
a two-piece telescoping design. 
Hand holes facilitate handling. 

The full-weight carton is only 
seven inches high. Other dimen- 
sions are 9” x 9”, 10” x 10” or 
11” x 11”, depending on the nail 


size. The new package permits 
fast, easy stacking with no waste 
of storage space. 

In addition to the standard 
cartons, J&L’s fast turnover 
line of nails is also pre-packaged 
in one-, five-, 10- and 25-Ib. boxes. 

Next time you order, ask for 
J&L controlled-quality nails. Get 
name of your nearest supplier by 
writing to Jones & Laughlin Steel 
Corporation, 3 Gateway Center, 
Pittsburgh 30, Pa. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 











The merchants of your town can help each other while 


helping themselves. How? It’s easy when you... 








Mattoon's main street looked like 
this before the early crowds began 
to arrive at Mattoon Hardware's 
display. 


It’s pretty hard for a sale to flop 
when the whole town takes part 
in it. Such a sale needs a few basic 
ingredients to succeed: cooperation 
of the town, cooperation of key 
merchants, and a reason for being. 

Above these things, the success 
of a Main Street sale hinges on the 
ingenuity of each merchant. 

A good example of how a harda- 
ware dealer fits into a Main Street 
sale, and makes the most of it, is 
Mattoon Hardware, Mattoon, III. 
(pop. 17,547). 

This community turned out this 
spring for a three day sale spon- 
sored by Mattoon’s Association of 
Commerce. The first two days were 
given over to display and promo- 
tion of new cars and boats of all 
types. 
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A little costuming at Mattoon Hard- 
ware's exhibit was good for laughs 
while drawing extra traffic to a Main 
Street sale. 


On the third day other mer- 
chants, including Mattoon Hard- 
ware, got into the sale. Mattoon 
Hardware featured outdoor living 
supplies and lawn care equipment. 

This dealer was not content to 
merely display its lines. Mattoon 
Hardware put power in its sale, 
at no extra cost, by displaying, 
cooking, and serving weiners, rolls, 
ribs, and steaks. 

Here’s how the store got its free 
food. Before the sales event, Mat- 
toon Hardware contacted a local 
meat supplier with a proposition. 
The meat dealer was to supply 
meats gratis, in exchange for a 
sign posted on the sale site to iden- 
tify the brand of meat served. 
Everyone profited. 

In addition, Mattoon Hardware 


Make sales a community affair 


setup glowing barbecues, and saw- 
buck sets covered with checkered 
tablecloths. Potted geraniums com- 
pleted the picnic scene. 

A big prize was added for traffic 
insurance of the 3-day event. Each 
store cooperating ran its own ads. 
Each ad contained a coupon. Cus- 
tomers filled out the prize coupon, 
and took it to a store for deposit. 

Mrs. Sally Schmidt, buyer for 
Mattoon Hardware said: “We had 
many people come into our store 
who had never been there before. 
Many stayed to buy merchandise. 
It was a good traffic and sales idea. 

“In fact,” said Mrs. Schmidt, 
“the promotion was so popular and 
successful, it’s to be an annual 
affair from now on.” 

One of the big reasons for Mat- 
toon Hardware’s success in this 
sale was the free cooked meat sam- 
ples. Many pounds of meat were 
cooked on a glowing brazier. 

Mattoon Hardware moved its 
displays onto the main street, as 
did other merchants for the sale. 

Best times for a Main Street 
sale? Mid-spring, early summer, 
early fall. 

What merchandse draws the 
most traffic? Modern living devices, 
cars, lawn and garden needs, and 
food preparation items. 

Average sale is good for two or 
three days. After that, traffic is 
light. Traffic depends greatly on 
each merchant’s using a reasonable 
amount of space to promote his 
store and his items. ®End 
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YOUR BEST SOURCE OF SUPPLY IS 





Take advantage of the fulldine of quality products, exclusive 
selling features and profits... ALL EXTRAS THAT GIVE 
YOU MORE VOLUME AND PROFITS. 









NEW WAYS 
TO MAKE A 


PROFIT ....... 


handi-family of qualify products 


WITH MORE OF EVERYTHING 
QUALITY / PRODUCTS /BRAND ACCEPTANCE / ADVERTISING / PROFITS 


PACKAGED AND DESIGNED FOR DEALER SALES AND PROFITS 





Top quality products ... more repeat business for you 

Easier buying ... one source for a full line 

Set up your own protective maintenance center under one brand 
Brand recognition & acceptance... everyone knows the handi-galk name 
To help you sell . . . advertising literature & displays 


EXCLUSIVE EXTRA PROFIT SELLING FEATURES IN EACH PRODUCT, 
FEATURING: Handi-calk with STOP-FLO, the no mess calking method. 


YOUR HANDI-FAMILY DISTRIBUTOR 





the gibson/homans company 
2366 WOODHILL AVENUE 
CLEVELAND 5, OHIO 



















A NEW HEATER 


FROM GENERAL ELECTRIC FOR EXTRA VALUES! 








With these outstanding 
features for 


your customers 


*® Radiant plus forced warm air 


* Two heat settings—both 1650 
watts and 1275 watts 





: | “ae | reu did 4 +. *® Giant 360-square-inch reflector 

| | ) *% Automatic thermostat—Mercury 
tip-over switch for safety 

*% Pushbutton controls—Automatic 
built-in signal light 


% Underwriters’ Laboratory listed 


Plus many exclusive extras— 
Powerful centrifugal blower - 
Unique counterflow design « Pres- 
surized heat chamber « Venturi noz- 
zles distribute wall-to-wall carpet 
of warm air. 





ASK YOUR DISTRIBUTOR ose 
THE BIG NEW “TEE OFF” DE 


(Model H-5) \ 
392" \ 











Economical General Electric 
Automatic Heater 


Never before so many outstanding fine 
features at this price! Automatic thermostat 
insures steady, controlled heat. Modern, 
portable, stay-cool cabinet. Has Mercury 


tip-over switch plus close-set 95* 
grille for safety. $4925 


Popular General Electric 
Automatic Heater 


Powerful fan-forced heat. Thermostat shuts 
heater on and off automatically. Cuts off if 
over-heated. Handsomely styled in tur- 
quoise and chrome with safety grille. 1320 


watts. Complete comfort at $ 9 495" 
moderate price. — 


*Manufacturer’s suggested retail price. Genera! Electric Co. Automatic B’anket and Fan Dept., Bridgeport 2, Conn. 





De Luxe General Electric 
Automatic Heater 


Both radiant and fan-forced heat. Two heat 
settings—1320 and 1650 watts. Automatic 
thermostat. Adjustable base. Portable. Has 
Mercury tip-over switch and signal light for 


safety. The ultimate in heat- 95* 
ing comfort. $2925 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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.asy-selection displays 


promote fishing tackle 


Large stocks well displayed make many 


multiple displays in mid-west store 


The confirmed fisherman will un- 
zip his billfold quickly for impulse 
items provided the hardware dealer 
has attractive fishing supply dis- 
plays where 
them. 

C. H. Wehrmann, owner of Wehr- 
mann Hardware, in 


fishermen can see 


Sheboygan, 
Wis., makes sure his customers see 
his large stock of fishing supplies. 
He uses several specially built 
display units to get those extra 
sales. The units were designed by 
Mr. Wehrmann and built in his 
snup. Their primary purpose is 
to give more and better display to 
fishing supplies in his ample store. 
Fishermen can’t resist buying 
extra bait, hooks, sinkers, etc. To 
promote these impulse sales Mr. 
Wehrmann built an unusual 4-ft 
high unit which he placed up front 
in the store. It has a wooden frame, 
is 4 ft long, and has seven metal 
bottom trays with wooden edges. 
Metal dividers are placed in each 
tray. The trays are six inches long 
and one-and-one-half inches deep. 
Iastened into a metal backing on 
the wood frame, the trays are 
slightly tilted for greater visibility. 
ew fishermen can pass by these 
trays without stopping to look. 
Sales are often made, and pilferage 
is low. The other side of the dis- 
play unit has metal rods on which 
fishing poles, etc. can be displayed. 
Baits are shown on cards at a 
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wall location. Below the 
bait cards are four wooden step-up 
levels, for showing boxed baits. 

To the right of the wall area 
is another bait card display. 

One-inch pipe, sunk into a ply- 
wood base gives firmness. The pipe 
can be rotated. Bait cards are at- 
tached to sheet metal five-sided dis- 


nearby 


ae 


tackle, lures, other smal/ items. 


play units. These units have half- 
inch pipe supports bracketed to the 
main one-inch center pipe. 

On the other side of the store 
entrance is another plywood base, 
center one-inch pipe display. This 
is Used exclusively for showing 
tackle boxes. Handles of the tackle 
boxes fit over wooden cross bars. 

Thus when a fisherman enters 
the store he sees fishing displays 
on the right and left and against 
the wall. Then, too, as he steps to- 
ward the first island, he sees a 
wooden extension on top of which 
rests a fishing rod display, with 
rod handles easy to reach. 

“IT think we have one of the 
largest stocks of fishing supplies 
in this area,” says Mr. Wehrmann. 
“We do a good fishing volume sum- 
mer and winter. Large stocks, win- 
dow displays, and occasional news- 
paper and radio advertising does 
it. We’ve been here over 20 years. 
That helps, too. Most fishermen 
know us.” 

The firm sells fishing licenses. 

A service shop handles reel re- 
pairs. ®End 
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C. H. Wehrmann and the angled display he designed for showing baits, 
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Dear Editor/ 


Wholesaler wants suggested retail prices to be realistic 


We need list prices, this wholesaler says 


but suggested prices should be realistic 


Dear Editor: 

We do not agree with the letter 
on p. 95 of your Apr. 10 issue. The 
writer of this letter thinks that 
list prices and suggested retail 
prices are not necessary. 

We believe that they are neces- 
sary to maintain a proper margin 
of profit for the dealer and the 
wholesaler. It is true that these 
retail and list prices should be 
realistic; that has not been the 
case in many brands of electrical 
appliances, and we believe that is 
the reason for the price cutting on 
this line. 

The prices have had a fictitious 
list in many instances, and no one 
is going to maintain such a list 
price. The advantage of list prices 
or suggested retail prices lends to 
uniformity in pricing by the whole- 
saler and the retailer. 

In our particular instance, we 
have had purchases in the past, 
which have been f.o.b. factory, and 
it has been left up to the jobber 
to arrive at a resale schedule. We 
believe, without a doubt, that these 
are no two wholesalers in the same 
district who will price these arti- 
cles at exactly the same list, be- 
cause they will each have a different 
formula for figuring freight. 

Consequently, one may be accused 
of cutting prices, while it is not 
his fault at all. Now that most 
factories give us some formula for 
dealer and retail prices, we find 
that those prices are generally 
maintained. 

We, therefore, feel that, if man- 
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ufacturers’ suggested list prices 
established are realistic and pro- 
vide the dealer or retailer a fair 
margin of profit, they will be of 
great help in preserving our profit 
margin, which seems to be dwin- 
dling this season. 
Yours very truly, 

R. S. Gruver 

Purchasing Agent 
Washington Hardware Co. 
Tacoma, Wash. 





Editor’s note: The letter published 
in the Apr. 10 issue was from a 
wholesaler who suggested that the 
practice of using manufacturers’ 
suggested retail prices be discon- 
tinued. A comment on this from a 
dealer appeared in the June 19 
issue, p. 64. What is your opinion? 


238. ® 


Dealers should arrive 


at their own prices 
Dear Editor: 


After reading the June issue of 
HARDWARE AGE, I suggest that 
manufacturers should not publish 
suggested retail prices. 

With fair trade and the unstable 
merchandising system today I think 
it would be far more better for 
the independent retailer dealer to 
arrive at his own retail price. 

Very truly yours, 
W. L. Eckert, 
Proprietor 
Glen Rock, N. J. 





Editor’s note: 


Views of another 


while dealer urges retailers to arrive at their own prices .. . 


another dealer offers new approach to supermarket competition 


dealer were published in the June 
19 issue, v. 64. The original sugges- 
tion, from a wholesaler, about man- 
ufacturers publishing suggested 
retail prices was in the Apri 10 
issue, p. 95. If you are for, or 
opposed, to manufacturers publish- 
ing suggested retail prices please 
send your views to the Editor, 
Hardware Age, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


‘‘Use pickles to sell 


hardware,” he suggests 
Dear Editor: 


I have read the article entitled, 
“How a gross of tomatoes built 
store traffic’ in the issue of May 
8, p. 54. 

We have been thinking along 
these lines for some time. But 
I wonder what other dealers might 
think of a slightly different ap- 
proach? 

Since the grocery stores, drug 
stores and filling stations all adver- 
tise hardware items at cost or be- 
low to create an impression that 
there are bargains in hardware, 
they hurt us to the extent that they 
succeed in this effort. 

The consumer seems to feel that 
if a grocery store can sell a certain 
table appliance at a discount of 
35 percent, the hardware store 
should be able to do so also. Since 
we don’t, the hardware store is 
considered a robber. 


What business the grocery store 





HARDWARE AGE, JULY 31, 1958 











gets damages our volume, and what 
is more important, reduces our 
floor traffic. 

The worst damage done to hard- 
ware stores by these tactics is the 
impression that we do not have 
low prices and hence should be 
avoided by consumers. 

If we want to counteract this im- 
pression, it seems to me to be silly 
to play the game according to 
grocery store rules. When we use 
coffee and sugar as loss leaders, 
we are playing right into their 
hands and I don’t think we create 
much of an impression. If we sell 
sugar and coffee at the grocery 
store cost price, we are only doing 
what the grocery store has already 
done. 

If we want to create a favorable 
price impression, we should cut the 
grocery store items where it will 
hurt them most. Let’s pick out 
an item that normally gives them 
a good profit margin and cut there. 
Perhaps it might be pickles or jam. 
In any event we could show a wide 
variety of jam or pickles in a few 
feet of space. Let’s sell them at 
half price to create a consumer 


impression as well as letting the 
grocer find out that sauce for the 
goose is also sauce for the gander. 
Yours very truly, 
(name withheld by request) 





Editor’s note: What’s your opinion 
of this dealer’s approach to the 
problem of fighting fire with fire 
but on lines that show a grocer the 
greatest margin of profit? Do you 
agree? Or, do you have a different 
solution? Send you ideas to The 
Editor, HARDWARE AGE, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


A letter from France 
Dear Editor: 

Having returned to France and 
to my home only two weeks ago, I 
have been unable to write to you 
sooner. As a matter of fact, after 
visiting your city, I extended my 
tour somewhat, and it is for that 
reason that I am asking you to be 
so kind as to forgive the delay in 
writing. 

I want very much to thank you 


for the warm welcome which you 
and your staff extended to me dur- 
ing my visit to your Office. 

I certainly hope that it will be 
possible for us to meet again one 
day soon here in Paris, for I am 
still of the opinion that exchanges 
of ideas are always interesting and 
profitable for both of us; and it 
would give me the very greatest 
pleasure to welcome you here. 

I very much admired the splen- 
did installations in the states; and 
I am sure that this first trip has 
furnished me, thanks to yourself, 
with many new ideas, and for all 
these things I should like to thank 
you again most cordially. I remain, 
as always, 

Sincerely yours, 
H. Lapauze 
H. Lapauze & Cie 
Paris, France 





Editor’s note: Mr. Lapauze was a 
member of a group of French hard- 
waremen who recently visited this 
country. On their trip they visited 
a number of wholesale houses and 
stores to learn how the American 
hardware business operates. 
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$750 Retail 
CATALOG #R22 


RAM 
LEAF RAKE 


J 


They're all there in the fan shaped R-22 
Ram leaf rake. Locked inside a two-piece 
heavily ribbed double frame are 22 oil 
tempered spring steel teeth. Ram leaf 
rakes fit the market you may have been 


missing. Quality at $1.50 retail. 


¢,| 


Sales? Profits? Quality? Price? 























Made to Last... 
Priced to Sell! 





Note the Ames quality built 
into this Ram leaf rake. 
Teeth are woven and locked 
inside the double frame 
— automatically secured 
under pressure — there to 
stay! 














Vi 











©. Ames Company also manufactures Ames-Maid metal household furniture and Ames-Aire casual furniture. 
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REALISTIC ? 
You'd swear they 
just flew in ! 


2 





have everything your 


customers want... } 
QUALITY ... victor Decoys have that 


quality look that tells your customers at a 
glance that here is the finest made. Trve-to- 
life design; the finest materials; expert 
craftsmanship and finish . . . all of these and 
more combine to make Victor Decoys the 
finest you can offer fo your customers. 


NEW DESIGNS ..+- Victor Decoys 


now offer you a new, more true-to-life look. 
Decoys are wider across the back, sift lower 
in the water, giving a more lifelike appear- 
ance to high-flying game. Adjustable, all- 
position heads on many models and 
authentic, non-glare finish afford even 
greater realism. 


COMPLETE LINE -.. When yovw sell 


the Victor Decoy line, you sell the most 
complete line in the world. Victor Decoys 
are available in molded fiber, Tenite plastic, 
vinyl plastic, and wood; in the widest range 
of species; and in a range of prices to suit 


| the needs and pocketbook of every customer. 


No. D-3 
Victor 
Magnum 













Built of light, tough molded fiber; finished in natural colors, 
Glass eyes. Mallard has head and wings painted with iri- 
descent paint for added realism and attraction. 9 species. 


Victor 
Majestic 
Standard 


Life-size, Tenite plastic decoy; internally balanced. 
W ater-proofed and finished in realistic colors. Adjustable, 
all-position head with molded eyes. Seven species. 


Oversize 


A new, lifelike, durable decoy molded from tough vinyl 
plastic which resists damage from dropping or crushing. 
New valve regulates internal air pressure. Five species. 


Your wholesaler has the new, 1958 full-color 
Victor decoy catalog. Write for it. Stock the 
complete line — order from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. « Pascagoula, Miss. 
Niagara Falls, Canada 




















Convention Calendar 





conventions 














shows conferences 
Convention Check List 
For complete details about the conventions and shows listed below, see th 
alphabetical listing starting on p. 75, July 3 issue. The next 
complete listing will be in the Aug. |4 
1958 8-9 Walter H. Allen Co., Inc., An- 
nual Stockholders’ Meeting & 
August M andise Show, Dallas 
3-6 West Coast Housewares Show, 8-9 N Dakota Retail Hardware 
San Francisco Assn. Convention, Mandan, 
4-9 Moore-Handley Hardware Co. N. D 
Merchandise Marts, Mobile 22 Franklin Hardware & Supply 
Ala., and Nashville, Tenn. Annual Convention & Stock 
11-14 Long-Lewis Hardware Co. holds Meeting, Philadelphia 
Wholesale Trade Days, Birm 28-Oct. | ! | Builders’ Hardware 
naham, Ala. ~onvention, Chicago 
11-14 Wimberly & Thomas Hardware 28-Oct. 3 Independent Hardware Ex 
Co. Inc., Wholesale Trade hibit, New York 
Days, Birmingham, Ala. 29-Oct. 3 Nat , e Show 
11-16 Moore-Handley Hardware Co. New York 
Merchandise Mart, Birmingham 
Ala. October 
18-29 American Hardware Supply Co. 5-8 Amer In Merawore Mfrs Assn 
Gift & Fishing Tackle Show t Whole > Hardware 
Pittsburgh Assn. National Convention, A 
September 21-23 endinnnh Wi lesalers, Inc. An 
7-10 Mid-West Hardware & House nual Con n & Stockholder 
wares show, Chicago Meeting t Wayne, Ind. 
For complete details about conventions and 1OW 3 abo ne y 3 
issue of Hardware Ag 

















SyOQ-FLyY 
BREEZETTE 








creates a delightful breeze . . 
no harsh drafts ... 

no intermittent blasts .. . 
shoos annoying pests... 
spreads comfort indoors. . . 
ideal for shop and office... 
heightens outdoor fun 

in the patio 

and at the poolside... 
guards baby against 

germ laden flies... 

Slowly rotating blades 

are pliable and safe... 





DISTRIBUTORS 
and DEALERS 
WANTED 





HEHR MFG. CO. 
3353 CASITAS AVENUE 
LOS ANGELES 39, CALIFORNIA 





SELL...the High Profit Fast Acting 


‘e = PO ‘Ss 


RooTe™ 






ROOT 
DESTROYER 


OPENS CLOGGED SEWERS 
without digging 
Write for Catalog Pages & Prices 


BOYER CHEMICAL CO. 
1611 Church S$t., Evanston, ill. 


are T RO? 


a ey 




















GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Mest Handle: 


GIBSON GOOD TOOLS, INC., Sidney 6, W. Y. 














Only 
DURO 
The Original 


PLASTIC 
ALUMINUM 


is in the 
award winning 


SHOW-PAK 
WOODHILL CHEMICAL CO. 
1391 E. 34th $e. 

Cleveland, 0. 
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Join the more than 40,000 buyers who annually attend the National 
Hardware Show. For here is your complete national showcase for hardware, housewares 
and allied items .. . lawn, garden and outdoor living products. See thousands of 
new items, new packages, new promotions and new ideas for profit shown for the first 
time on more than 300,000 sq. ft. of floor space. 


The National Hardware Show is your once-a-year opportunity to see, feel and compare 
the offerings of over 1,000 leading manufacturers. Don't miss the most complete and 
diversified trade show in America. Fill out and return the registration coupon today. 
Your admission badge, which will admit you without further 
registration, will be mailed to you. 









Soom et Ne MMR ER Se Rl A A A A A A OE ce ae er 
NATIONAL HARDWARE SHOW 

Suite 1103, 331 Madison Ave., New York 17, N.Y. 

Please check below if you wish us to make hotel reservations for you. 
(Please Print) 


} 
| 
I 
| NEWCO) PAVE rm 9 ) 
HARDWARE ny) LOA’ CITY STATE 
| 
| 
| 
{ 


please fill out coupon and mail ‘ | 














TYPE OF BUSINESS 


Please check below the classification of your business. 





[] Wholesaler [] Retailer [)} Dept. & Chain Store Buyer 

Executive Offices: 331 Madison Avenue [_} Importer-Exporter [] Mfgrs:! Agent [_] Manufacturer [] Other 
New York 17, N.Y. @ MuUrray Hill 2-4802 |] Please send us your hotel reservation blank. 
on 


Minors under 18 yrs. of age will not be admitted under any circumstances. 
| alleen ei Tee 
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WHAT'S NEW 








(Continued from page 15) 


Cylindrical light bulb 


Better illumination and a new 
shape are features of this incan- 





descent light bulb from Westing- 
house. The Eye Saving bulb is cyl- 
indrical in shape and offers a dif- 
fused soft light. The new bulbs 
are to be available nationally in 60 
and 100 watt sizes for fall and 
winter months selling. Westing- 


house Electric Corp. 
For more data circle No. 14 on postcard, p. 49 


Vinyl automatic heat band 


Farmers and other customers 
who have freezing problems with 





exposed water pipes will want this 
automatic heat band. The Easy- 
Heat unit features a built-in ther- 
mostat and is a molded vinyl band 
which holds the heater wire in 
separate channels. Thermostat 
won’t interfere with radio or tele- 
vision reception. Available in sev- 
en sizes in lengths from 3 to 24 ft. 
Twelve extra inches of cold lead 
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wire is attached to the unit which 
operates on 110 or 120 volt AC. 
Easy-Heat is also available in reg- 
ular band models without thermo- 
stat in lengths up to 60 ft. Wel- 
craft Products Co., Inc. 


For more data circle No. 15 on postcard, p. 49 


Pintle gate hinge line 

McKinney pintle gate hinges are 
designed primarily for use with 
grape stake fence gates. No. 826 
is a surface mounted unit for use 
on single-acting or double-acting 
gate. In normal applications hinges 
are installed to permit easy, im- 
mediate removal of gate by lifting 
it up. Each set of two hinges has 





-4 by 44-10 lag screws. McKinney 
Mfg. Co. 


For more data circle No. 16 on postcard, p. 49 


Matched pattern fiour sifter 
Androck one-cup flour sifters are 
now offered in pattern to match 3- 
screen sifter, onion chopper and 
nut meat chopper in the line. Pat- 
tern on white surface of sifter, 





comes in red, 
trim colors. Sifter has a single sift- 





yellow or turquoise 


ing screen and lists at 98¢. Wash- 


burn Co. 


For more data circle No. 17 on postcard, p. 49 


Wrought iron railings 


Qual-Craft universal wrought 
iron railings and columns feature 





adjustable-rivet design for easy 
installation. There are three basic 
parts, 4 and 6-ft adjustable railing 
sections, 36-in. predrilled newel 
posts and easily adjusted universa!] 
fittings. Rails list at $1.60 per foot. 
Quality Steel Products. 


For more data circle No. 18 on postcard, p. 49 


Packaged picture hangers 
Here’s a picture hanger which 
goes on walls without use of ham- 


Ue 
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mer or nails. 






It will go on tile, 
glass, metal, concrete or plaster 
and will hold 15 lb. Package of 6 
lists at 19¢. Jiffy Enterprises, Inc. 


For more data circle No. 19 on postcard, p. 49 


Water ski tow ropes 


Polyethylene water-ski tow ropes 
are now offered in braided or laid 
construction. Laid construction has 
breaking strength of approximately 
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A. L. MAUFFRAY, owner, uses a National System to classify sales according to department. 


2 





His National System also provides quick-service, thereby increasing customer good-will. 


“Our Walional Charge-Posting System 


saves us 1.3500 a year... 


pays for itself every 18 months.’’—Mautiray's Hardware Store, 


Bay St. Louis, Miss. 


“We had no control over accounts 
receivable with our former method of 
recording charge transactions with 
hand-written sales slips,” writes 
A. L. Mauffray, owner of Mauffray’s 
Hardware Store. “The instaliation 
of a National Charge-Posting Sys- 
tem has given us full control over 
these transactions and has also elimi- 
nated losses fromi missing and for- 
gotten charge slips. 

“Our customers like the printed, 
itemized receipts issued to them by 
our National System. They also are 
pleased by the way our National 


brings their balances to date with 
each purchase. We now find that 
end-of-month statements, which pre- 
viously required almost two days to 
complete and mail, can be compiled 
in a few hours. 

“By increasing our record-keep- 
ing efficiency and reducing operating 
expenses, our National System saves 
us more than $1,300 a year, pays for 
itself every 18 months.” 


tid. na-fry 


owner of Mauffray’s Hardware Store 












Be ere an mdustey tpenter 





THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES e¢ HELPING BUSINESS SAVE MONEY 
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Your hardware store, too, can benefit 
from the time- and money-saving fea- 
tures of a National System. Nationals 
pay for themselves quickly through 
savings, then continue to return a reg- 
ular yearly profit. National’s world- 
wide service organization will protect 
this profit. Ask us about the National 
Maintenance Plan. (See the 


yellow pages of your phone 
book.) '- 


“TRADE MARK REG.U.S.PAT.OFF..  __ 




















WHAT'S NEW 











1100 Ib 


with braid 
strength slightly less. 
has 75 ft of 44-in. diameter bright 
yellow rope attached to single or 


breaking 
Each unit 


double hardwood handles and 
packed in re-usable polyethylene 


bags. Columbian Rope Co. 


For more data circle No. 20 on postcard, p. 49 


Flashlight with magnet 


This chrome plate flashlight fea- 
tures a magnet attachment for con- 


ah 







—_- 


= 


~ 


hen 


lane 
am 
I} 


venient use where both hands are 
needed for a job. The magnet holds 
the flashlight to metal surfaces. Six 
flashlights with magnets and sepa- 
rate switch come on the new No. 
659 display unit. Dealer cost is 
$5.90. Retail price is $8.94 for the 
complete package. Winchester Elec- 
trical Div., Olin Mathieson Chemi- 
cal Corp. 


For more data circle No. 21 on postcard, p. 49 


Hook blades and display 


Customers who own Stanley 


utility knives will find plenty of 


48 


use for this hook blade. It cuts 
linoleum, roofing material and rub- 
ber to exact dimensions. It is also 
useful for opening cartons because 
it cuts only to the depth of the 
inside cutting edge and won’t score 
the merchandise. A colorful dis- 
play easel comes with 10 blades in 
individual wrappers. List for 25¢ 
Blades also come in packs of 50 





and five. Stanley Tools Div., Stan- 
ley Works. 


For more data circle No. 22 on postcard, p. 49 


Rug cleaner with dip-pan 
Housewives will want this handy 
rug cleaner. The Shampoo-ette is a 
brush roller assembly on a curved 
stee] handle and comes with a spe- 
cial dip-pan. This cleaner permits 
housewives to shampoo rugs faster 
while standing. Comes packed in 
a six unit display case and retails 
for $5.95. Bissell also offers a new 
deluxe model and a standard pro- 





Shampoo 


model of its 
Master. Bissell Carpet Sweeper Co. 


For more data circle No. 23 on postcard, p. 49 


motional 


18 piece hex wrench set 


Anyone who owns or repairs 


power tools, appliances or automo- 






































biles will have plenty of use for this 
18 piece hex key wrench set. There 
is nine long arm and nine short arm 
wrenches in sizes from .050 to %% 
in. The tools, which come in a plas- 
tic kit, are hardened and tempered 
steel. Upland Industries, Ine. 


For more data circle No. 24 on postcard, p. 49 


Automatic 48-cup percolator 
This electric percolator urn is 

fully automatic and will produce 

48 cups of coffee the no-work way. 








Water and coffee is simply placed in 
the urn and the switch is turned on. 
Current automatically turns to low 
heat when coffee has percolated. 
The $39.95 urn comes with a 6 ft 
cord attached and operates on 110- 
120 volt AC current. Hnterprise 
Aluminum Co. 


For more data circle No. 25 on postcard, p. 49 


All-purpose sealing compound 


Reardon’s Re-Seal is a compound 
for sealing hot water tanks, pipe 
joints and car radiators. The ma- 
terial is useful for sealing all types 
of water, gas and steam leaks. It is 

(Continued on page 52) 
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Be sure to write name 
and address on post card. 
Please use this P. O. 
Box Address for Quick 
Check Cards Only 












































































CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 





FIRST CLASS 
PERMIT NO. 34 
(Sec. 34.9 P.L.&R.) 
New York, N. Y, 











BUSINESS REPLY CARD ane 
No postage necessory if mailed in the United States —— 
POSTAGE WILL BE PAID BY ee 

HARDWARE AGE pr 

Post Office Box 60 pena 

Village Station oe 

NEW YORK 14, N. Y. eee 

Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 7/31/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works | il 


@ Each issue brings you dozens of descriptions of new products, new dis- | 














in the "What's New" columns. 


plays, etc., 





SS Sa 


You get more of these in 


HARDWARE AGE than in any other magazine. 


















under the individual item description. 
@ Drop the post card in the mail box. 


turer. You may circle as many items as you wish. 
will be sent you on each item. 


TTT TH 


7/31/5 /58 
Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


















































Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 





@ When you want more free information on any of these products, simply | | 
mark a circle around the same number on the post card as appears | 


No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. | 






























POSTAGE WiLL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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A big help for busy deal- 


eek e > s&s 2. = aS 2. ee ers. Use this card for free 
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(Sec. 34.9 P.L.&R.) 
New York, N. Y. 
BUSINESS REPLY CARD 
No postage necesscry if mailed in the United States 










































































Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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just a few of over 5,000 
different knives produced at 


Besides fix-up, paint-up tools, putty knives, wall scrapers, paint scrapers and 
specialty items, Hyde manufactures hand and machine knives of every descrip- 
tion, size and kind for dozens of different industries. Hyde welcomes inquiries 
from hardware and paint manufacturers who use cutting tools in their produc- 
tion or in their finished products. Wholesalers and retailers who sell industrial 
hand and machine knives will want to check Hyde. Since 1875, Hyde industrial 
hand and machine knives are recognized for long lasting, best quality. 





HYDE MANUFACTURING CO. 


Write for this pocket size, illustrated Handbook 
of industrial hand and machine knives on your SOUTHBRIDG E, MASS °7 U.S.A. 


company letterhead. 
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WHAT'S NEW 





(Continued from page 48) 





non-clogging and will not drain out 
of tanks and radiators. Twelve 
packages of Re-Seal are attached to 
a counter card for merchandising. 
Reardon Products. 


For more data circle No. 26 on postcard, p. 49 


Hanging poultry feeder 


Your farmer customers will be 
interested in this Hudson feeder 
that can be set on the floor for 
young birds or hung from the ceil- 
ing. Rate of feed flow can be regu- 
lated without tools. The tapered 
non-clog hoppers are red, yellow 
and blue baked enamel. Heavy 
gauge galvanized steel pan has feed 
saving lip. The feeders come in 





five sizes holding from 16% to 
504% Ib of average weight feed. 
H. D. Hudson Mfg. Co. 


For more data circle No. 27 on postcard, p. 49 


Unpolished wrapping twines 


Three new wrapping twines are 
offered for customers who want 
small, soft, unfinished twines with 
unusual strength and_ excellent 


52 





yardage. Columbian is easy on 
hands but rough enough to hold 
knot securely. Eureka is a standard 
quality, competitive twine, light in 
color and in 20 lb yarn. Regal is a 
highly competitive twine made 
from 28 lb yarn of mixed fibers, 
Columbian Rope Co. 


For more data circle No. 28 on postcard, p. 49 


Free standing fire screens 


Three low cost Flexscreens known 
as the Mainliner series offer a new 
design and style in free standing 
fireplace screens to whet the in- 
terest of home owners and decora- 
tors. It offers a new shape for 
added beauty and extra strength 
and rigidity. Andirons can be used 
in front or behind curtains. One 
of the hearth Mainliner designs 
(shown) hides ashes and holds fire 























tools on either side. Bennett-Ire- 
land, Inc. 


For more data circle No. 29 on postcard, p. 49 


Aluminum rail package line 


Do it yourselfers will want this 
easily installed aluminum rail that 
comes as a complete package ready 
to assemble. Assembling and in- 
stallation can be done by the home- 
owner from directions included. 
The Homecraft line of porch and 








step rails is available in 3, 4 and 
5 ft lengths boxed as a complete 
rail. Elite Fabricators. 


For more data circle No. 30 on postcard, p. 49 


Hose-spray weed killer 


Home gardeners will want this 
easy to use weed killer. Antrol hose- 





spray concentrate is a pre-mixed 
2, 4-D solution bottled with a spray 
cap that attaches to any garden 
hose, The spray attachment pro- 
vides finger tip control. Package 
lists for $1.69. Boyle-Midway, Inc. 


For more data circle No. 31 on postcard, p. 49 


Plastic clothes line 

Housewives will welcome this no 
sag, no stretch plastic clothes line. 
The large size line tests over 500 





lb and is easy to clean and easy 
to tie. Supreme plastic clothes line 
is packaged in blue and gold poly- 
ethylene bags. Sells at a low price. 
Samson Cordage Works. 


For more data circle No. 32 on postcard, p. 49 


Electric paint sprayer 

This electric paint sprayer uses 
rotary action to deliver paint in 
a straight line pattern with a min- 
imum of misting, splatter and 
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SENSIBLE « HONEST °« 


Volkswagen Light Trucks have all these virtues. 
standing gas economy.. 
problems... 


.. out- 
.air-cooled engine...no radiator 
.sturdy construction that takes the bumps of 
rough terrain. Volkswagen has unusual visibility and 
ease of driving and parking. The Volkswagen Standard 
Station Wagon gives hard goods retailers a whopping big 
170 cu. ft. capacity with the seats out. Loading is 
extremely easy—look at the wide side doors, as well as 


PANEL DELIVERY - 
cu. ft. capacity.. 
1830-lb. payload. Top and 
.front and rear give 
you a bonus in space or 
distinctive adv ertising. 


sides.. 


DEPENDABLE... 


VOLKSWAGEN STANDARD STATION WAGON 


m- Salem -207 0), 20))\ 5107-4 m 


the rear loading door. Top and sides...front and rear 
gives you a bonus in free space for distinctive advertising. 
But above all, remember: a Volkswagen costs less to buy, 
run and maintain. This we can prove! Sales and Service 
in 48 states. Look for your local Authorized Volkswagen 
Dealer with this ® emblem. 


VOLKSWAGEN DELIVERS THE GOODS... FOR LESS! 
has 170 


PICK-uP —1764-lb. payload 
. carries 


.. 45 sq. ft. floor area plus 

20 sq. ft. in a weather- 
tight lockable compart- 
ment underneath. Sides 
and back drop down for 
easy loading. 


VOLKSWAGEN 
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WHAT’S NEW 





overspray. An adjustable gate per- 
mits painting a swath from %4 to 
15 in. wide. Electr-O Airless 
weighs 3 lb and has a four position 
switch, 115 volt, AC-DC General 
Electric motor. The gun has a one 
quart capacity and comes with an 





8-ft rubber cord for $49.95 list. 
Electro Engineering Products Co. 


For more data circle No. 33 on postcard, p. 49 


Spring steel lawn rake 

Women gardeners especially will 
be interested in this light-weight 
fan-shaped lawn rake. But, men 
will also like its low cost. A new 
locking device holds the 20 high 
quality spring steel teeth firmly in 


’ 


| 
As 








place. A catalog sheet is available 
in the No. 50 Fan-Rake. Rugg 
Mfg. Co. 


For more data circle No. 34 on postcard, p. 49 


Push button utility knife 


Most of your customers will have 
a use for this lightweight push 
button utility knife with the safety 
retractable blade. The cast alumi- 
num case has a satin finish which 
is rust proof. Blade locks in posi- 


54 


tion for safety and the knife fea- 
tures a short extension position for 
cutting boxes and so on. Comes with 





four extra blades in handle. Ander- 
son Tool & Mfg. Co. 


For more data circle No. 35 on postcard, p. 49 


Plastic helmets with bar 

Young football players will like 
these college styled helmets with 
bar face guards attached. One 
model is made of heavy gauge plas- 





tic, has a six-piece web crown with 
continuous padding at the fore- 
head, sides and neck. Has detach- 
able leather strap and retails for 
$6.95. The other model sells for 
$4.95. Both models are offered in 
two-color combinations in small, 
medium and large sizes. Draper- 
Maynard Co. 


For more data circle No. 36 on postcard, p. 49 


Children's buzzer game 


Grownups and children will want 
this fascinating game that tests 
skill and coordination. The battery 
operated game has a loop that must 
be passed along a wire without 
making contact. A buzzer sounds 
if you miss. Base of the game is 
high impact plastic 10 in. x 4 in. 


jf 


x 21% in. Comes in a colorful box 





without batteries. Price $2. Ken- 
ner Products Co. 


For more data circle No. 37 on postcard, p. 49 


Contour shaped baby bath 
Mothers will want this poly- 
ethylene baby bath with the con- 





tour shape. The extra large unit is 
30 x 16 x 12 in. and features a 
sloping back and safe roll top. It 
is also useful as a bassinet or car 
bed. Comes in pink, yellow or blue 
at $4.98. Jdealware, Inc. 


For more data circle No. 38 on postcard, p. 49 


Three speed portable mixer 
Three speeds for every mixing 

purpose, thumb tip control, and 

four colors are sales features that 
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Now’s the time to sell AP 


CAULKING -GLAZING-SEALING PRODUCTS 


Now—and every month in the year! DAP 
makes a caulking, glazing and sealing product 
for every home need. DAP advertises every 
one of those quality products in top national 
magazines* time after time to pre-sell more 
than <0 million people. DAP gives you brighter 


packages—special self-serve display cartons 
for extra sales—point-of-purchase displays 
and hand-out folders that identify your store 
with DAP—the best-known, best-promoted 
full-profit line on the market. Call your DAP 
wholesaler or write us for his name. 


* Advertised the year round in The Saturday Evening Post, 








Factories in: Dayton, Ohio « 
Dallas, Texas « Richmond, California *« Xenia, Ohio * Melrose, Massachusetts 
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Popular Mechanics, Household, Sunset, Progressive Farmer, 
Family Handyman and other magazines. 


DAP E-L-A-S-T-I-C 
CAULKING COMPOUNDS 


Best you can sell. Bright packages 
for every method of application— 
bulk cans, cartridges, new col- 
lapsible tubes. “Flow-Control?” 
feature on cartridge ends wasteful 
overruns, DAP makes Black-Tite 
(asphalt-base caulking), Rope 
Caulk, Kwik-Seal® and many 
other fine home-use products, too. 
See colorful DAP catalog. 








*Registered trade-mark 


Alexandria, Virginia ¢ Chicago, Illinois * Decatur, Georgia 








vl 
vl 





WHAT’S NEW 








will interest your women custom- 
ers when you show them this Uni- 
versal portable mixer. Other sales 
points are the convenient heel rest, 
push-button beater release. The 77 
in. unit is made of high impact 
plastic and aluminum. Retails for 
$19.95. Landers, Frary & Clark. 


For more data circle No, 39 on postcard, p. 49 


Marble grained wall clock 


Decorator conscious housewives 
will be interested in this wall clock 
featuring a simulated marble 
grained face. Hour markings are 
made of birch and the rim is 
banded with copper. The Roman 
numeral hour markings are black 
or white and hands are copper and 
brass. Clock is 14 in. in diameter 
and comes in electric or 8-day mod- 





els at about $19.50 retail. Howard 
Miller Clock Co. 


For more data circle No. 40 on postcard, p. 49 


Reflector flood lamps 

Here’s a combination weather- 
proof reflector flood Patio Lite 
lamp and fixture with special 





mounting accessories for use in 
patios and yards, entrance, drive- 
way, etc., in any season. It has 150- 
watt Sylvania PAR-38 flood lamp 
with built-in reflector. Made in 
clear or yellow glass. Sylvania 
Lighting Products, Div. Sylvania 
Electric Products, Inc. 


For more data circle No. 41 on postcard, p. 49 


Children's toy watch 
Parents of young children will 


be customers for this educational] 
watch that uses the Terry Tell 





Time method. The watch has a 
realistic two-color face with syn- 
chronized hands in a metal case 
with a simulated leather strap. In- 
structions are included. Watch 
comes on cards for single or multi- 
ple display and retail for 59¢ 
Transogram Co. 

For more data circle No. 42 on postcard, p. 49 


(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








(Continued from page 16) 





spool permit simple rewinding with 
product in view. Simonds Saw & 
Steel Co. 


For more data circle No. 43 on postcard, p. 49 





Spring assortment, cabinet 
You can gross $212.45 for an in- 
vestment of $50 in this Ajax 1000 





spring assortment which comes 
with a metal display rack and five 
drawer metal cabinet. The cabi- 
net has individually numbered 
drawer compartments. Cost and 
suggested retail of each spring is 
shown on the back of display. 
Dealer’s cost of $50 is f.o.b. NYC. 
Catalog available. Ajax Wire 
Specialty Co. 


For more data circle No. 44 on postcard, p. 49 


Utility cord display carton 


Sales of utility cord hanks will 
be stimulated by this attractive 





Ru-Son aill- 


box, 
purpose Handy Hanks of cord are 
available in cotton, utility nylon 


counter display 


and deluxe 100 percent nylon. 
Hanks are in connected lengths of 
30 and 48 ft and in sizes No. 3%, 
No. 4 and No. 4%. Ru-Son Products 
Co. 


For more data circle No. 45 on postcard, p. 49 


Gift wrap ribbon dispenser 
This dispensing rack holds four 
rolls of curling ribbon combining 
sheen and brilliance of rayon with 
spring action of cotton ribbons. 
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Make King-Size Profits with 
KING O’LAWN’S 




























25% SMOOTHER...QUIETER 


PERFECT BALANCE: This new 18-inch ROTARY MOWER 
delivers more cutting power for less work than any machine 
on the market. Its smooth, perfect performance is the result of 
five years of design testing to achieve the ideal weight-to- 
power ratio—the precise balance of cutting blades, drum and 
housing—and the perfect balance of size and total weight. 


Compare King O’Lawn’s entire line of mowers and edgers with 
any other brand. It has more exclusive features—more sales 
appeal—more quality and workmanship—more years of 
trouble-free service—and means more satisfied customers — 
and more profits for you. 


POWERFUL RUGGED LOOK has cus- 
tomer appeal. Handsome, heavy-duty 
aluminum housing. 2.75 h.p. Briggs & 
Stratton engine. Recoil Starter. Front- 
side shoot for safety. Steel, ball-bearing 
wheels. Semi-pneumatic tires. Stag- 
gered wheels to prevent scalping. 
Fly-wheel-type steel suction-disc for 
ultra-smooth, quieter operation. Special 
design spring steel suction cutting tips. 
Shipping weight: 67 Ibs. Suggested 
retail price: $99.75. 











POWER MOWERS ~, ™ POWER EDGERS ~\_ —_ 

. All models have 4-cycle Briggs & Stratton A SIZE FOR - All models have 4-cycle Briggs & Stratton . 

engines. Choice of Rope or Recoil EVERY NEED engines. Choice of Rope or Recoil A MODEL FOR 

Starters. All maneuver light as a feather - ial Starters. All have the same life-time, pre- EVERY CUSTOMER 

All cut as close as 4” to trees or walis (1) 18" Home Owner Model cision construction that is built into the 

1.75 h.p. B&S engine : (1) Junior Model 

All ball bearings. All-steel, electric Me King 0’ Lawn power mower. Trims curves, 1.75 h.p. B&S engine 

welded, box-type main frame. Automo- (2) 21” Home Owner Model angies or straight edges. Quick. Neat > é 

tive-type, life-time grease-packed 2- 1.75 h.p. B&S engine Edges walks and curbs at 5 feet per (2) Gardener Model 

wheel rear drive differential. All chain (3) 21” Heavy Duty Model second. Mows 9” wide path when 1.75 h.p. B&S engine 

drive. Iimmediate-response, hi-speed, 2.25 h.p. B&S engine adjusted horizontally. Forget your scis- (3) Special Model 

automotive clutch. Wide, lawn-protecting, — 4) 96” Heavy Duty Model sors, shovels and backaches. Makes 2.25 h.p. B&S engine 

semi- pneumatic tires. Crucible steel, 2.75 h.p. B&S engine those tedious, neglected jobs a pleasure. — (4) Senior Mode! 

heat-treated and normalized 6” reel. Bed Gives your yard that taiiored, profes- 2.75 h.p. B&S engine 

Knife—lipped biade, oi! hardened crucible carbon molybdenum stee! with- sional look. . 

stands terrific shock. 16 gauge tubular, electric welded control handles. 























Find out about our special introductory offer. It will mean king-size 
profits for you. East of the Mississippi direct inquiries to: 


Q’ 
Mr. E. S. Stedman, Jr., P.O. Box 39, Neptune, N. J. ING LAWN inc. 


A few choice dealer territories available. P.O. Box 1068, South Gate, California 





TO HELP YOU SELL 














Sasheen brand curling ribbon is 
offered in 12 standard colors for 
use in store gift wrap departments. 
Ribbon is wound on 2%4-in. space 
saver rolls half the width of stand- 
ard curling ribbon spools. Minne- 
sota Mining & Mfg. Co. 


For more data circle No. 46 on postcard, p. 49 


Paint sales idea brochure 

A 30-page plastic-bound _ bro- 
chure presents a store moderniza- 
tion program to increase paint 
sales. It is “Blueprint for Added 
Sales” and shows before and after 
photos of renovations which pro- 
moted store traffic and boosted im- 
pulse sales. Advantages and disad- 
vantages of using different methods 
to renovate a store are detailed. 
Cook & Dunn Paint Corp. 


For more data circle No. 47 on postcard, p. 49 


Nylon cord dispensing unit 

Here is a dispensing display that 
will help you sell more Puritan 
braided nylon cord. The unit comes 
in two types. The Nylon Custom 





+ 


BRAIDED 








Vendor No. 30 has 250 ft reels of 
sizes 34%, 4 and 4%. The Nylon 
Custom Vendor No. 60 has 200 ft 
reels of sizes 5, 54% and 6. Each 
rack and cord unit is packed ready 
to use. Front panel gives diameter 
and price per foot on each cord. 
Puritan Cordage Mills. 


lor more data circle No. 48 on postcard, p. 49 


Chain permanently marked 


Campbell welded chain known as 
Hall-Mark chain is permanently 
marked for make and grade and 
also has a Measure-Mark every 5 
ft for quick, exact measurement. 
The Campbell C and a grade mark 
are in relief on every link. Grade 
marks are P for Proof Coil, B for 
BBB, H for High Test and A for 
Cam-Alloy. Campbell Chain Co. 


For more data circle No. 49 on postcard, p. 4° 


Solder and cement packages 
Magic liquid solder and Magic 
crystal clear cement are packaged 
in bright new bubble display cards. 
Each card holds one tube of either 








product and is prepriced at 35¢. 
The punched cards can be used for 
panel or bin display. Magic Iron 
Cement Co., Ince. 


For more data circle No. 50 on postcard, p. 49 


Expansive bit merchandiser 


The Russell Jennings expansive 
bit 71B is now packed in a new tell- 
and-sell plastic merchandiser. 
Formed plastic tray holds expan- 





sive bit and cutters in individual 
pockets which fit into a cardboard 
box. Acetate sleeve envelopes hold 
package. Box describes use and 
care of bits. No. 71B is packed with 
Model 
71, with two cutters, lists at $5.75. 
Stanley Tools, Div., Stanley Works. 


lor more data circle No. 51 on postcard, p. 49 


three cutters, retail $6.85. 


Handbook on carburetors 
The new edition of the pocket- 
size 46-page carburetor handbook, 





“Know Your Carburetor” describes 
in non-technical terms for hard- 
ware store service men the basic 
functions of an automotive carbu- 
retor, its various parts, and out- 
lines common carburetor troubles 
with tips on how to correct them. 
Pennsylvania Refining Co. 


; ay , 
For more data circle No. 52 on postcard, p. 49 


Screwdriver assortment 


One hundred Powermaster 
screwdrivers, 4 each of 25 items, 
can be shown on the heavy metal 
rack which comes free with this 
assortment. The assortment and 
the compact display costs you 
$30.40. The tools sell for $45.60. 
All drivers are carded, pre-priced 
and boast giant size handles and 
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tempered tool steel blades. Some 
models have clear plastic handles 
with two-tone finish and others 
have slip proof wood handles. Pow- 
ermaster Tools Div., Ozwall Tool 
Co., Ltd. 


For more data circle No. 53 on postcard, p. 49 


Two-cycle engine booklet 


Here’s a 16 page booklet that ex- 
plains two cycle and four cycle 
engines with illustrations and ex- 
planations. Both types of engines 
are described objectively and are 
compared point for point. Opera- 
tion and performance factors plus 
the number of working parts are 
also included in the complete com- 
parison. The booklet, Two-Cycle 
or Four-Cycle Engines, is available 
free of charge. Lawn-Boy Div., 
Outboard Marine Corp. 


For more data circle No. 54 on postcard, p. 49 


Light bulb merchandiser 


Top sign made of plastic flashes 
parts of its light bulb sales mes- 
sage in red and blue. Sign 3 ft x 
8 in. has one piece white extruded 
plastic body. Lighted from within 
with three 60-watt bulbs and two 
100-watt flashing lamps. Top sales 
getter sign is interchangeable with 





sales top signs now used in larger 
G. E. bulb merchandisers. General 
Electric Co. 


For more data circle No. 55 on postcard, p. 49 
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Builders’ hardware catalog 


Several new items are featured 


in this year’s edition of Knape & | 


Vogt’s builder’s hardware catalog. 
The 58-page book covers the firm’s 
extensive lines of closet and kitch- 


en fixtures, a new line of perforated 


hardboard hooks and fixtures and 
a variety of closet fixtures. Anape 
& Vogt Mfg. Co. 


For more data circle No. 56 on postcard, p. 49 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Adjustable display fixture 


This Heller super display gon- 
dola features a new design and is 
completely adjustable. It offers 
heavy-duty construction and a 
Colorfie, mar resistant finish. The 
gondola is adaptable to all types 
of merchandise. Sizes range from 





3 and 4 ft widths to 5 and 8 ft 
lengths. Prices are from $101.30 to 
$167, f.o.b. factory. W. C. Heller 
& Co. 


For more data circle No. 57 on postcard, p. 49 


Colored storage unit chart 


Penco steel storage equipment 
colors are shown in a color card. 
There are three standard colors and 
Six optional colors. Folder 


features and steps in production of 
equipment finishes. Penco Metal 
Products Div., Alan Wood Steel Co. 


For more data circle No. 58 on postcard, p. 49 


Truck attachment catalog 


Little Giant mechanical] 


shows | 
some of the line in actual use, its | 


YOU'LL PROFIT MORE WITH 


and | 
hydraulic lift truck attachments | 


are shown in a new catalog. Shown | 
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Design 
Patented 


Exclusive 

Design 

Excellent Profit 
Reasonably Priced 


Unconditionally 
Guaranteed 


All Finishes 


Ask for 
free sample 


HARDWARE OF PRESTIGE 


be gqoOHsugl> 2 
COG YEW) 


AJAX HARDWARE CORPORATION 
4355 Valley Bivd., Los Angeles 32, Calif. 











NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





are 26 ways for owners to get more 
use from lift trucks, Catalog fea- 
tures attachments for drum, keg, 
barrel, cylinder, roll and bale han- 
dling, plant and yard sweeping, and 
extending lift truck mast height 
for forks. Little Giant Products, 
Inc. 


For more data circle No. 59 on postcard, p. 49 


Mower sharpening machine 


You can set up a profitable lawn 
mower sharpening service with 
this easy to operate lawn mower 
and bed knife sharpener. The ma- 





chine will sharpen all types of ree! 
mowers in 10 to 20 minutes. An 
attachment is available for rotary 
blades. The machine comes in port- 
able, combination and heavy-duty 
models with 144 hp motor. A % hp 
motor is available at extra cost. 
Modern Mfg. Co. 


For more data circle No. 60 on postcard, p. 49 


One-man metal truck ramp 


Your delivery truck man _ wil! 
welcome this easy to handle, light 
metal truck ramp. It only takes 
one man to position it. The mag- 
nesium unit has a self-cleaning 
perforated center deck that is non- 
slip under all weather conditions 
and has smooth flanking deck 
areas. Guard rails prevent hand 
truck runoff. Available in widths 
of 26% and 39 in. and in lengths 
from 7 to 16 ft. Load capacity, 
1000 to 1500 Ib. Magline Inc. 


For more data circle No. 61 on postcard, p. 49 


(Resume reading on page 17) 












NEW! 


ROTATING 
HAND 
CULTIVATOR 


Pot. 









THE DIFFERENCE 
1S IN THE TEETH! 


24 Heat Treated, Nen- 
Clegging Teeth 

@ Teeth are Copper Brazed 
in Spool 

® Positive Mulching Action 

®@ 2 Inch Penetration into 
Soil 

® Cultivates and Loosens 
Soll for Easy Gardening 

@ Fast .. Easy Action. . 
Labor Saving 

© Cuts Cultivating Time 

® Strong and Durable 


Hardware Distributor and 
Dealer Inquiries Invited 
For prices and free 
descriptive brochure, 
write to, 


SCHULTZ 


MANUFACTURING COMPANY 
3444 Orange Avenue 
Cleveland 15, Ohic 
























Bul 
SANDING 


FOR FINE SURFACE FINISHING 


Hlerxan 5 inch ROTARY 


SURFACE SANDER 
clariie $2.98 COMPLETE 


e Price everyone can afford 

e Smooth, beautiful finishes 

e Instant change, adhesive mounted 
abrasives 

e No springs, keyways . 

e Write for Bulletin 600 


THE FLEXAN CORPORATION 
CHICAGO 34, ILLINOIS 

SEE US AT BOOTH 662 

NATIONAL 

HARDWARE 

SHOW 


. no center screw 


Sept. 29 
thru 
Oct. 3 
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How’s the Hardware Business? 





Retail sales show gain 
for two months in row 


For the second month in a row, 
retail hardware store sales showed 
a gain over the year before. 

May sales totaled $257 million, 
the Commerce Dept. reports 
That’s $4 million, or 1.58 percent, 
more than in May, 1957. It’s also 
$33 million, or 14.7 percent, more 
than in April, 1958. 

Here are the U. S. Dept. of Com- 
merce unadjusted estimates of 
hardware store sales for the last 
three years: 

(millions of dollars ) 











1958 1957 1956 
January 172 183 175 
February 154 174 171 
March 178 208 207 
April 224 221 227 
May 257 253 266 
5-month 
totals $985 $1,039 $1,046 
June 248 275 
July 238 250 
August 234 251 
September 225 245 
October 240 258 
November 229 254 
December 283 314 
Totals $2,736 $2,893 
Lower prices featured 
in mail order catalogs 
Prices in the fall-winter cata- 


logs being sent out by Sears, Roe- 
buck & Co., Montgomery Ward & 
Co. and Spiegel, Inc., average lower 
than a year ago. 

Sears’ average prices are down 
1.5 percent from its spring-summer 
catalog and down .8 percent from 
last fall’s. Hardware, housewares, 
electrical goods and home modern- 
ization supplies are down 2 percent 
from the spring-summer catalog. 
Some small appliances are down 10 
to 23 percent. 

Ward’s catalog prices are down 
an average of 2% percent from 
last year. Electrical appliances 
have been reduced 10 to 18 percent. 
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Power tools and chain saws are off 
2 to 10 percent. 
Spiegel’s prices average more 
than 3 percent lower than a year 
ago. Lower credit terms with 
longer time to pay are offered. 


Yard-Man to distribute 
line through dealers 


Yard-Man, Inc., Jackson, Mich., 
announces plans to distribute its 
new line of Yard-Man power mow- 
ers and allied products through in- 
dependent retail hardware, garden 
and equipment dealers. 

The company previously distrib- 
uted its products through a nation- 
al mail order organization. 

The new line of mowing equip- 
ment will include reel-type hand 
and power mowers, push-type and 
self-propelled rotary mowers and a 
riding type mower that can be used 
as a rotary or reel type mower. 


Traffic building ideas 
are listed in booklet 

How to improve sales during 
slow periods is a problem many 
hardware dealers and other smali 
businessmen face. 

Twenty tested suggestions for 
improving sales are offered by the 
Small Business Administration in 
“Methods for Improving Off-Sea- 
son Sales.” 

It is No. 32 in the Small Mar- 
keters Aids series. Copies are free 
at any SBA field office or by writ- 
ing to Small Business Administra- 
tion, Washington 25, D. C. 


Market potential good 
for portable appliances 


There’s still a large market for 
electrical housewares, especially 
among persons under 40 years of 
age, according to a recent Redbook 
survey of portable appliances. 

Appliances for which there is a 
great customer potential include 
coffee makers, skillets, steam and 
dry irons, portable and standard 
mixers, toasters, vacuum cleaners 
and waffle irons. 


Consumer Mailers—— 


New Wholesalers’ Aids 


for Dealers’ Use 


Janney, Semple, Hill 
prepares toy catalog 


Janney, Semple, Hill & Co., 
wholesaler in Minneapolis, is offer- 
ing dealers its 1958 Toy Carnival 
book for Christmas use. 

The 24-page booklet is printed in 
color and features coupons worth 
$20 toward the purchase of mer- 
chandise before Dec. 1. All toys in 








the book 
groups for 
suited. 


are classified by age 


which they are best 

Space is provided on the front 
and back covers for dealer imprint 
and customer addressing. 

Janney also provides dealers with 
store display material, newspaper 
mats and radio scripts to back up 
the promotion. 


16 wholesalers to use 
mailers from Cosgrave 

Cosgrave & Associates, Larch- 
mont, N. Y., has prepared two con- 
sumer mailers for distribution to 
dealers by two groups of whole- 
salers this fall. 

The first mailer is a fall circular 
for September and October distri- 
bution. Printed in four colors, it 
features housewares, tools, build- 
ers’ hardware and seasonal goods. 
Store trim kits and newspaper mats 
are available. 


The second mailer is a 16-page, 
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to sell... 
TARPS 
of 





TREATED 


@ SUPERIOR WEATHER-TITE 
WATER AND MILDEW 
RESISTANT TREATMENT 


@ Top-Grade Material and 
Workmanship Throughout 


@ immediate Shipment From Stock 


@ Triple-Thick Hems, Solid Brass 
Grommets, Reinforcement Patches 
at Points of Strain 


@ Lowest Cost To You 





@ WEATHER-TITE 
TARP DISPLAY RACK 
FOR FASTER SALES 


Order Weather-Tite Tarpaulins from 
your wholesaler, or write direct 
with no obligation to: 


BROWN & BROWN 


P. O. DRAWER 269 
Mobile, Alabama 
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New Wholesalers’ Aids 


(Continued ) 





four-color Christmas catalog. Three 
pages in the catalog will feature 
specially-priced Christmas mer- 
chandise to build traffic and create 
& price impression. 


Wholesalers using both mail- 
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ers are Buhl Sons Co., Detroit; 
Decatur & Hopkins Co., Boston; 
May Hardware Co., Washington, 
D. C.; I. W. Phillips & Co., Tampa, 
Fla.; Rose, Kimball & Baxter, Inc., 
Elmira, N. Y.; P. A. & S. Small 
Co., Inc., York, Pa.; Tausche Hard- 
ware Co., LaCrosse, Wis.; W. A. L. 
Thompson Hardware Co., Topeka; 
and M.S. Young & Co., Allentown, 
Pa. 


Wholesalers using just the fall 
circular are F. W. Heitmann Co., 
Houston; Charles Ilfeld Co., Albu- 
querque; Schoellkopf Co., Dallas; 
Seller Bros. & Co., San Francisco; 
Stambaugh Thompson Hardware 
Co., Youngstown, Ohio; Whitlock 
Corp., Yonkers, N. Y.; and ZCMI 
Wholesale Distributors, Salt Lake 
City, Utah. 


Fall circular prepared 
for two wholesalers 


Catalog Alliance, Forest Hills, 


N. Y., has prepared a fall sale cir- 
cular for Beck & Gregg Hardware 





Co., wholesalers in Atlanta, Ga., 
and Phoenix Hardware Co., whole- 
saler in Newark, N. J. 

The eight-page tabloid size cir- 
cular features garden, paint-up, 
clean-up and fix-up tools, back-to- 
school goods and housewares. 

Tie-in display kits are also avail- 
able. 





Promotions 


Manufacturers’ New 
Merchandising Plans 











"Steelmark’ tie-ins are 
available at newspapers 


U. S. Steel Corp., Pittsburgh, is 
sending out an eight-page proof 
book to all daily newspapers to 
help hardware dealers participate 
in its new “Steelmark” program. 


The book contains proofs of ad 
mats that dealers can use to pro- 
mote products made of steel. The 
“Steelmark” program is designed 
to build business for dealers the 
year around for products made of 
steel. 

Dealers participating in the pro- 
gram should get in touch with the 
advertising department of their 
local newspaper. 
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for 
over 
75 years 


... McGiLL 


MOUSE TRAPS 


and RAT 


DK PREFERRED 
BRAND 


the McGill P24Z4KS 


Over 75 years of customer preference 
attractively packed in this convenient, 
self-service 2-PAC. Eye-appealing, buy- 
appealing, pre-priced two for fifteen cents, 
and transparent package are proven traffic 
stopper features. Easy dependable, four-way 
trigger action build customer satisfaction. 


ALSTEEL 2-PAC 


This attractive, nickel- 
plated Alsteel 2-PAC 
sells itself. Easy and safe 
to set, sanitary ejection 
plus fast, dependable 
action features trap 
more sales. 





GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


act & 


MARENGO ° 







METAL PRODUCTS 
COMPANY 
ILLINOIS 
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Manufacturers Promotions 





(Continued ) 


Bissell schedules two 
fall coupon promotions 


Two special fall promotions for 
its new Grand Rapids sweeper will 
be conducted by Bissell Carpet 
Sweeper Co., Grand Rapids, Mich. 

From Aug. 18 to Sept. 25, cou- 
pons worth $2 toward the purchase 
of the sweeper wil be featured on 
packages of Rinso Blue. This pro- 
motion will be advertised on NBC 
radio network and on these net- 
work television programs: The 


| 


i 
| 
| 





Price Is Right, House Party, Play | 


Your Hunch and How Do You Rate. 
From Sept. 25 to Oct. 31, cou- 


pons worth $2 toward the purchase | 


of the sweeper will be featured in 
ads in Life, Parade, Saturday Eve- 
ning Post and This Week. 


Revere has specials on 
sauce pan, tea kettles 


Revere Copper & Brass, Inc., 
New York, is featuring its Revere 
Ware No. 2701 and No. 
whistling tea kettles and Patriot 
Ware No. 4402 2-qt covered sauce 
pan as price specials from Aug. 1 
through Oct. 31. 

Regular trade discounts and full 
mark-ups will be maintained, the 
company said. 

The No. 2701 tea kettle, regu- 
larly $4.95, will retail for $4.29. The 
No. 3501C tea kettle, regularly 
$5.95, will retail for $5.39. The 
No. 4402 sauce pan, regularly $6.95, 
will retail for $5.19. 


10 consumer magazines 
will carry Mirro's ads 


Mirro Aluminum Co., Manitowoc, 
Wis., is promoting three specials 
with full color ads in 10 consumer 
magazines. 

Featured are a $2.95 Mirro 
strainer pan for $2.29 through 
Sept. 30, and a $6.95 electric corn 
popper for $5.95 and an 88¢ Mirro 
bakeware sale through Oct. 31. 

Ads will appear in McCall’s, 
Ladies’ Home Journal, Good House- 
keeping, American Home, Better 
Homes & Gardens, Household, 
Farm Journal, Bride’s, Parents’ and 
Modern Bride. 


3501C | 











Gold Seal Tape 
splices neatly, fast 


It has high dielectric strength without 
bulk—a big advantage in many 
splicing jobs. It’s elastic...easy to 
mold into a neat, thin wrapping. Just 
what the doc ordered for cramped 
areas, but we birds see more Gold Seal 
used for insulating cable splices than 
any other tape. High service line or 
terminal box, quality and convenience 
talk — and assure you repeat sales on 
Gold Seal Plastic Tape, in the handy 
20 ft. roll. Jenkins Bros., Rubber Div.. 
100 Park Ave., New York 17. 


Plastic 


ape. 


IN HANDY 

20 FOOT ROLLS 
Ten 20 ft. rolis in the 
Handy Pack can 


Single 60 ft. rolls in 
individual metal cans 


 fagtec Tar 





Gold Seal FRICTION — RUBBER — PLASTIC Tapes .. . 
Commercial and Specification Grades 
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Rotary Mower Safety Standards Proposed; 
A. W. Schenck Heads Lawn Mower Institute 


Proposed safety standards 
for rotary mowers, plans for 





A. W. SCHENCK 


improving service operations 
and new emphasis on the re- 
placement market high- 
lighted the recent annual 
meeting of the Lawn Mower 


Institute in Minneapolis. 

A. W. Schenck, Lawn 
Mower Div., Savage Arms 
Corp., was elected president 
of the Institute. He succeeds 
David M. Lilly, Toro Mfg. 
Co. 

The proposed safety stand- 
ards for both electric and gas 
rotaries are the outcome of 
about two years’ intensive 
study of accidents credited 
to rotaries. 

The standards are very 
comprehensive and cover ma- 
terial, design and operating 
characteristics. They are be- 
ing developed as an engi- 
neering standard to be issued 
by the American Standards 
Assn. If the proposed stand- 
ards are approved by the di- 

(Continued on page 66) 





H. Leslie Gould Joins 
Dues, Inc., Wholesaler 


H. Leslie Gould, former 
general sales manager for 








H. LESLIE GOULD 


Imperial Lighting Products 
Co., Latrobe, Pa., has been 


elected vice-president of 
Dues, Inc., Dayton, Ohio, 
wholesaler. 


Mr. Gould has worked in 
all phases of hardware retail- 
ing and was also sales man- 
ager of a wholesale hard- 
ware organization in Rhode 
Island. Before joining Impe- 


64 


rial Lighting, he was vice- 
president of sales and adver- 
tising for American Hard- 
ware Co., Pittsburgh, where 
he had been associated for 
18 years. 


Siebert Elects Danson 
Sales Vice-President 


Harold L. Danson has been 
elected vice-president of 
sales for O. W. Siebert Co., 
New York. 

Mr. Danson has had con- 
siderable experience in sales 
and promotion. He has served 
in several fields including 
housewares, motion pictures 
and television. 


New Firm Makes Dryers 


Robert Schweyer, former 
president and manager of 
Rotary Clothes Dryer Corp., 
has established a new com- 
pany in A:lentown, Pa., the 
Allentown Clothes Dryer 
Co., to make the All-Dry 
Paralline Outdoor Clothes 
Dryer. 





RAYMOND G. HORNER 


Black & Decker Elects 
Horner Vice-President 


Raymond G. Horner, for- 
mer vice-president of sales 
planning, has been elected to 
the newly created post of 
vice-president of marketing 
for Black & Decker Mfg. Co., 
Towson, Md. 

Mr. Horner’s election fol- 
lows the recent resignation 


of John F. Spaulding as vice- 
president, general sales man- 
ager. Mr. Horner’s new 
duties will cover his former 
office plus that of vice-presi- 
dent, general sales manager. 

He joined Black & Decker 
in 1928 when Van Dorn Elec- 
tric Tool Co. was acquired. 


Belknap Hardware Co. 
Elects E. R. Bondurant 


Belknap Hardware & Mfg. 
Co., Louisville, Ky., whole- 
saler, re-elected a slate of 
directors and elected a new 
director at its recent annual 
stockholders meeting. 

The newly elected member 
is E. R. Bondurant who has 
been buyer of electrical 
goods and appliances since 
1947 Mr. Bondurant joined 
the firm as an order clerk in 
1911. He has since worked 
in every department of the 
company. 





Ex-Pritzlaff Men Form New Companies; Join 
Other Wholesale Firms In Milwaukee, Wis. 


At least two new firms have been started by executives 


of the former John 


Pritzlaff Hardware Co.. 


Milwaukee 


wholesaler which was purchased and closed down by Morrie 
Chaitlen of Chicago (See HA June 5, p. 113). 
Other members of the old Pritzlaff firm have joined 


wholesalers in Milwaukee. Herbert 


dent and assistant treasurer 
of the hardware division, has 
become associated with Cot- 
ter & Co., dealer owned 
wholesaler of Chicago (See 
HA May 8, p. 144). 

Walter Bocher, former 
vice-president, has become 
manager of public relations 
for Midwest Hardware & 
Housewares Show. 

William A Caughey, sales 
manager of Pritzlaff’s indus- 
trial supply division, has be- 
come vice-president and sales 
manager of the newly formed 
Tools & Abrasives, Inc., Mil- 
waukee. About 20 other em- 
ployes of the industrial di- 
vision have also joined the 
new firm. 


Arthur Schimmelpfennig, 


A. Lendved, vice-presi- 


Pritzlaff tool buyer, has 
formed Milwaukee Mill Sup- 
ply Co. 

Theodore E. Woerpel, for- 
mer director of purchases, 
joined Century Hardware 
Corp., Milwaukee wholesaler, 
as sales manager. 

Several Pritzlaff salesmen 
joined Frankfurth Hardware 
Co., also a wholesaler in Mil- 
waukee (See HA July 3, p. 
110). 


Schimmelipfennig Forms 
Mill Supply Company 
Arthur H. Schimmelpfen- 
nig, who spent 37 years as 
tool buyer for John Pritzlaff 


Hardware Co., Milwaukee 
(Continued on page 67) 
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Ekco Products Elects 
Two Vice-Presidents 


Ekeo Products Co., Chi- 
cago, has elected two veteran 
executives vice-presidents. 

Donald R. Long, general 
sales manager, Geneva Div., 
and assistant vice-president 
of Ekco, has been elected 
vice-president of the Geneva 
Sales Div. Mr. Long joined 
Ekeo’s merchandising de- 
partment in 1946 and held 
his former post from 1953. 

Maurice B. Cossman, gen- 
eral sales manager, Chicago 
Div., and assistant vice-presi- 





MAURICE B. COSSMAN 


dent of the firm, has been 
elected vice-president of the 
Chicago Sales Div. Mr. Coss- 
man joined Ekco in 1948 as 
a salesman and took over the 
Chicago Div. in 1956. 


Chicago Assn. Moves 


The Chicago Retail Hard- 
ware Assn. has moved its of- 
fices in Park Ridge, Iil., to 
155 N. Northwest Highway, 
Park Ridge, Ill. Telephone 
numbers remain the same: 
Newcastle 1-8068 and Tal- 
cott 3-0208. 





Red Circle Retailers in Kansas City Join 
Janney, Semple, Hill S & Q Dealer Group 


The Red Circle dealer 
group of Kansas City has 
joined the S & Q voluntary 
chain sponsored by Janney, 
Semple, Hill & Co., Minne- 
apolis wholesaler. 

This action marks the end 
of negotiations by Red Circle 
dealers who took over the 
name and merchandising 
program of Richards-Cono- 
ver Hardware Co., Kansas 
City wholesaler (HA, July 3, 
p. 110). 

Rich-Con turned over the 
program to these dealers 
when it decided to go out of 
the general hardware whole- 
sale business (HA, June 19, 
p. 105) to concentrate on in- 
dustrial hardware and steel 
products. 

Seventeen Red Circle deal- 


ers in Kansas City and seven 
country stores have signed 
up to join the S & Q volun- 
tary chain. Relations with 
other Red Circle dealers are 
in the negotiating stage. 

Extra crews of Janney are 
now in Kansas City working 
with Red Circle dealers to 
install the S & Q store man- 
agement and merchandising 
program. 

For the time being these 
dealers will use both the Red 
Circle and S & Q identifica- 
tion. An official announce- 
ment to the public is ex- 
pected to be made within a 
month or so. The programs 
are to be integrated so 
within a year or two the Red 
Circle identification will be 


dropped and the stores will 
be identified as S & Q stores. 
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explosion and fire July 
during 


News About Dealers: Illinois Store Strack 


By Fire, Explosion; Owner and Son Killed 


Streator, Ill. — WILLAMS 
HARDWARE Co. was struck by 
14 
selling hours. The 
tragedy took the lives of Don 
R. Williams, his son, Allen, 
16, and four other persons in 
the store. Store manager, 
Andrew Tkach, stated that 
other employees and custom- 


ers escaped, although some 
were severely injured or 
burned. 


Wharton, Texas—CoZIER’S 
WHARTON HARDWARE took 
over a vacant store room 
next door to its store the 
first of this month adding 
600 sq ft of floor area. New 
display space has 800 sq ft 
wall space for perforated 
panel board displays. (For 
article on how Cozier’s 
Wharton Hardware sells 
clocks, see page 32 of this 
issue. ) 

(Continued on page 66) 





Joe Wood Elected President; Edwin Flato 





JOE F. WOOD 


Joe F. Wood, general man- 
ager of Corpus Christi Hard- 
ware Co., Corpus Christi, 
Tex., wholesaler, has been 
elected president. He _ suc- 
ceeds Edwin F. Flato, who 
has retired. 

Mr. Wood has been with 
the company for the past 24 
years. He has served suc- 
cessively as territorial repre- 
sentative, hardware depart- 
ment sales manager, general 
sales manager, assistant gen- 
eral manager and general 
manager. Mr. Wood will re- 
tain the general manager’s 
office along with the presi- 
dency. 

Edwin F. Flato is retiring 


after 52 years of service. He 


took control of the then 





Retires At Corpus Christi (Tex.) Hardware 





EDWIN F. FLATO 


struggling firm in 1906 when 
Corpus Christi boasted only 
8,000 people. The city popu- 
lation is now 175,000 and sur- 
rounding areas are well de- 
veloped. 

E. Franklin Flato con- 
tinues as vice-president and 
Robert Flato secretary- 
treasurer of Corpus Christi 
Hardware Co. 
kuts to kum 


Fred Arbogast Elects 
R. J. Kotis President 


Richard J. Kotis has been 
elected president of Fred 
Arbogast Co. He succeeds 
Richard W. Taylor who re- 
signed this month. 

Mr. Kotis served as special 
assistant to the president for 
several years. 


is 
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Standards Proposed 
For Rotary Mowers 
(Continued from page 64) 


rectors of the Institute, they 
will then be submitted to the 
ASA. If the Standards Asso- 
ciation approves them, they 
will then be issued under the 
ASA sponsorship. 

Some discussion at the 
meeting was directed to de- 
veloping a seal for use on 
mowers that meet the stand- 
ards. No action was taken 
on this proposal. 

The new standards are de- 
signed to minimize or elimi- 
nate features of mowers that 
have contributed to accidents 
in the past. Adherence to 
the standards will be on a 
voluntary basis. 

The importance of the re- 
placement market in future 
sales was stressed by V. R. 
Shiely, Toro Mfg. Co. He 
put replacements at 50 per- 
cent of the market this year. 

Mr. Shiely estimated that 
14 to 15 million mowers are 
now in use and that mower 
sales for 1958 were 2.9 to 3 
million units, down slightly 


from the 3.2 million total for 
1957. 

A prediction that future 
consumer advertising by 
mower makers will lean 
heavily toward building 
brand and quality confidence 
was put forward by K. C. 
Ring, Wesley Aves. & Associ- 
ates, Chicago. Mr. Ring dis- 
cussed the approaches which 
he felt consumer advertising 
will take in the future. 

A forum discussion on ser- 
vice was highlighted by re- 
ports on activities of the 
Service Committee this past 
year to encourage the devel- 
opment of vocational school 
courses in small engine ser- 
vicing. The Committee is 
also working on projects to 
develop some degree of 
standardization in mower 
part names and in packag- 
ing. 

The meeting featured a 
number of round table dis- 
cussion of industry problems 
and goals. These sessions re- 
sulted in a number of very 
constructive suggestions for 
handling various problems. 

New officers elected at the 





FENCE FUNNIES 
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meeting, in addition to Mr. 
Schenck, are vice-president, 
J. M. Butler, Jr., Roberton 
Mfg. Co., and secretary-trea- 
surer, W. H. Phelps, Sensa- 
tion Mower Co. New direc- 
tors are E. Jacobsen, Jacob- 
sen Mfg. Co.; L. Weber, Yuba 
Power Products Co., Cincin- 
nati; K. Moore, Eclipse Lawn 
Mower Div., Buffalo-Eclipse 
Corp. Harold K. Howe was 
re-elected executive secretary. 


News About Dealers: 


(Continued from page 65) 


Elkton, Md.—Elkton Sup- 
ply Co. will about double the 
floor space of the hardware 
department. A rear wall 
partition will be removed, 
and space now at the back of 
the store will be converted 
to selling area. 


Medford, Wis.—Ted Hein- 
zen recently held the formal 
opening of his Coast-to- 
Coast store at its new loca- 
tion in the Earl Hoffman 
Building on Main St. 


Auburn, Wash.—Mr. and 
Mrs. Hute Johnson have pur- 








chased Thompson’s Western 
Auto Store at 226 E. Main 
St. and will operate it as 
Johnson’s Hardware & Ap- 
pliance. The Johnsons held 
a special opening sale with 
demonstrations, free coffee 
and specials. 


Hillsboro, Kan.—Hillsboro 
Hardware Co. has been sold 
by Charles Thresher to Tom 
and Russell Hett, brothers, 
who are in the implement 
business in Marion, Kan. 

The store will be operated 
under the name Hett’s Farm 
Equipment. 

Madison, N. J.—Guerrierv 
Associates have opened a 
Do-It-Yourself Center man- 
aged by Anthony Minetti in 
the shopping center on Main 
St. 


Holyoke, Mass.—The hard- 
ware department of Wells 
Hardware, Inc., has been 
sold to John A. Barnish. The 
furniture department was 
not included in the sale. 


Tucson, Ariz.— Edgar 
Truman has opened a hard- 
ware store at 4775 S. 12th 
Ave. 
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Wholesalers, New Firms 
Get Ex-Pritzlaff Men 
(Continued from page 65) 


wholesaler, has formed Mil- 
waukee Mill Supply Co., 
10930 W. Potter Rd., Elm 
Grove, Wis. 

The new firm will handle 
tools, gloves, shop and foun- 
dry equipment in the Wiscon- 
sin area formerly covered by 
Pritzlaff. 


Caughey of Pritzlaff 
Goes to New Company 


William A. Caughey, for- 
mer sales manager of the 
Industrial Supply Div. of the 
John Pritzlaff Hardware Co., 
Milwaukee wholesaler which 
went out of business recent- 
ly, has been elected vice- 
president and sales manager 
of the newly formed Tools & 
Abrasives, Inc. 

The new firm will handle 
mill supplies and general fac- 
tory supplies in the same ter- 
ritory formerly covered by 


leased space in a Milwaukee 
building owned by Sunlite 
Plastics, Inc. 

The mill supply staff of 
salesmen and about 12 inside 
workers from Pritzlaff have 
joined the new company. Of- 
ficers of Tools & Abrasives 
are: 

President, William P. 
Clark, manufacturers’ agent 
of Racine; secretary, Lewis 
G. Kranick, president of 
Wisconsin Hydraulics, Inc.; 
treasurer, Edward M. Dexter, 
an executive with Sunlite 
Plastics and Roundy’s, Inc. 


Woerpel, Eight Others 
Join Century Hardware 


Theodore E. Woerpel, 
former director of purchases 
for John Pritzlaff Hardware 
Co., has been appointed sales 
manager of Century Hard- 
ware Corp., Milwaukee 
wholesaler. 

John Adyneic, formerly a 
buyer, has joined Century as 
buyer of lawn and garden 
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ing salesmen who keep the 
same territories they had 
with Pritzlaff: 

Earl Thiel, Herman Reu- 
schel, Wm. Ronsman, Gordon 


Carswell, Ray Glynn, Ray- 
mond Klabynde and John 
Hannan. Albert MHabanek, 


Pritzlaff dealer house sales 
manager, covers Milwaukee. 

David Gendleman, presi- 
dent of Century, stated that 
the firm has expanded its 
sales force to cover nearly 
all of Wisconsin, parts of 
Iowa and Illinois. 


Whitlock Appointed 
Profitmaker Jobber 


Whitlock Corp., Yonkers, 
N. Y. wholesaler, has become 
a franchised Profitmaker 
Wholesaler for Cosgrave & 
Associates, management con- 
sultants of Larchmont, N. Y. 

Henry R. Stein, president 
of Whitlock, announced that 
the firm will offer the Profit- 
maker program to franchised 
dealers in parts of New York, 


who provide dealers with 
store engineering and fixture 
service plus a complete store 
merchandising service. 


Secretary-Treasurer 
Of New England Group 


Henry J. Lamb was re- 
cently elected secretary-trea- 
surer of the New England 


Sy Qe 

<a oy 

a Pye a oe 
PRES ae a 

<3 


HENRY J. LAMB 


Iron & Hardware Associa- 
tion. (See HA July 3, p. 115). 


He will operate from associa- 
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Pritzlaff in the southeastern supplies and paint. New Jersey and Connecticut. tion headquarters at 161 
section of Wisconsin. Other men who have joined Whitlock is one of 12 Devonshire St., Boston 10, 
Tools & Abrasives has Century include the follow- wholesalers in the program Mass. 
MAKES A MOTHER'S 
LIFE EASIER! Cartoon ads like this, appearing 
i in regional farm papers, catch the 
_ attention of your prospects. 
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“‘Everything’s been rosy for Sellwell, since 
he started suggesting “‘Scotcn”’ Brand 
Masking Tape with every paint sale.”’ 
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buy KEY-BAK Key Reels fr 





POPULAR MECHANICS, SCIENCE & ME- 
CHANICS, MECHANICS ILLUSTRATED and 
other National magazines tell the story of 
KEY-BAK Key Reels to MILLIONS of pros- 
pects. Your customers are URGED to get 
KEY-BAKs from YOU! It will pay you to 
get a stock of KEY-BAK Key Reels from 
your jobber; place them on the counter 
and WATCH THEM SELL! 














KBY-BAK Key Reel is 
worn on the belt. It 
carries keys and other 

small objects en a 24” 

long steel chain. 
Swedish clock spring 
reels in the chain and 
keeps keys safely at the 
wearer's side. 


39-95 





Pocket-watch size; 
Sturdily constructed. 
Highly polished chrome 
finish. GUARANTEED! 
MODEL 3, Belt-loop 
model. MODEL 5, 


ORDER FROM JOBBER! 
If your jobber doesn’t carry 
KEY-BAK write us. Come 


ory 6 to Display-Card or 
to Display Box. 


Beilt-clip model. 
West of Mississippi: East of Mississippi: 
LUMMIS » CO. CTL COMPANY 
2242 E. Foothill Bivd. 1710 W. Stewart Ave. 
Pasadena, Calif. Wausau, Wisconsin 


(iver A Million hKey-Baks Sold! 



































News of the Trade 





Len Dietz Elected President of Hardware 
Golf Assn.; Imboden Wins Golf Tournament 


Len L. Dietz, Dietz Indus- 
trial Supply Co., Aurora. 
Ill., was elected president of 
the Hardware Golf Assn. Mr. 
Dietz was vice-president last 
year. 

The new vice-president is 
Patrick T. Gibbons, Stanley 
Works, Kansas City. 

W. J. Shaw, 4415 W. 
Terrace, Prairie Village 15, 
Kansas, is the new secretary- 
treasurer. 

E. D. Imboden, Keystone 
Steel & Wire Co., Peoria, was 
medalist low net score for 
qualifying round, and winner 
of the championship flight 
in the tournament at Colo- 
rado Springs, Colo., June 19- 
21. 

Other officials 
were: 

Directors, manufacturers, 
M. H. Campbell, Campbell 
Chain Co., York, Pa.; John 
Gibson. III, McKinney Mfg. 
Co., Pittsburgh; R. J. Sam- 


rs) 
ia 


elected 


uelson, Greenlee Tool Co., 
Rockford, Ill. 
Directors, wholesalers, 


John Day, John Dav Rubber 
& Supply Co., Omaha; Mel- 
vin O. Johnson, Knapov & 
Snencer Hardware Co.. Sioux 
City, Iowa; Ed. L. Phillips, 
Phillips & Easton Supply 
Co., Wichita. 

Directors, replacements, 
Perry Faeth, Stowe Hard- 
ware & Supply Co., Kansas 
City, for John Pritzlaff. and 
Wm. O. Buffe, Sheffield Div.., 
Armco Steel Corp., Kansas 
Citv, for Patrick T. Gibbons. 

Winners and runnersup by 
flights were: 

Championship—Mr. Imbo- 
den, R. W. Harper; Richard 
A. Sundvahl—Roy Willough- 
by, John Jewett; Past Pres'- 
dent’s — W. L. Hochschild, 
Herman Kuehlke; A 





O'Neil Heads Sales 
For Schoellkopf Div. 


James E. O’Neil, Dallas, 
has been named sales man- 
ager of the hardware divi- 
sion of the Schoellkopf Co., 
wholesaler. He will super- 
vise more than 20 field rep- 
resentatives in Texas, Okla- 
homa and Louisiana. 

He was associated with 
Richards-Conover Hardware 
Co. in Oklahoma City in the 
Oklahoma division as vice- 
president and general man- 
ager. 
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Dwight Myers, William Ma- 
shaw; B—Geo. Norsworthy, 
F. Bliss Winn; C—R. O. 
Joyce, Rod McAlpin; D—W. 
B. Poser, Mr. Buffe: E—J. 
M. Campbell, George Pax- 
ton; F—P. B. Walker, A. J. 
Dolliver; G—R. C. Neely, 
Gene MacDonald; H—H. 8. 
Yenne, Karl F. Baumann; 
Surprise — William Phillips, 
James G. Dilts. 


House Group Writes 
Bill for Tax Relief 


The House has passed and 
sent to the Senate a $269 
million small business tax 
relief bill. 

The bill has the support 
of the Administration and is 
expected to clear the Senate 
before Congress adjourns. 

Here are the main provi- 
sions of the bill: 

(1) Loss carryback ex- 
tended from present two 
years to three years, permit- 
ting application of losses in 
any year to profits for three 
years back to get refund. 

(2) Accumulation in un- 
disturbed profits as a reserve 
from present $60,000 limit to 
$100,000. 

(3) Straight deduction up 
to $25,000 a year in losses to 
individuals investing in 
smal] firms. 

(4) Spread estate taxes 
over 10-year period instead 
of present immediate pay- 
ment. 

(5) Special deduction for 
depreciation during first 
year after purchase of store 
fixtures and equipment up to 
$10,000, and $20,000 on joint 
returns. 


Ingersoll Advances 
Two Top Executives 


Harold G. Ingersoll, Jr., 
has been elected president 
and general manager of the 
Ingersoll Steel Div. of Borg- 
Warner Corp. He was execu- 
tive vice-president and gen- 
eral manager, and succeeds 
L. G. Porter who becomes 
chairman of the division’s 
supervisory board. Mr. In- 
gersoll joined the division in 
1951. Howard E. Morrison, 
former vice-president of the 
division, was elected execu- 
tive vice-president. 





































News of the Trade 


brief reports of 


MANUFACTURERS SALESMEN 


Lawn Mower Div., American Chain & 
Cable Co., Inc., Exeter, Pa.—Arnold J. Townsend, former 
regional manager for Atlanta and Houston districts to 
district\sales manager, Philadelphia district expanded to 
include all of Pennsylvania east of the Appalachian Moun- 
tains, southern New Jersey, Delaware, Maryland, Wash- 
ington, D. C., Virginia, N. and S. Carolina and eastern W. 
Virginia. 


@ Pennsylvania 


@ Kyanize Paints, Everett, Mass.—David S. Hall to sales 
manager for northeast district. 


@ Russell & Erwin, New Britain, Conn.—F. C. Shelton, Jr., 
former hardware salesman and estimator, to Texas terr!- 
tory; Daniel B. Gilmore, Jr. to Georgia and Alabama. 


@ H. B. Ives Co., New Haven, Conn.—Henry B. Rutland, 
Jr., former manufacturers’ agent selling hardware and 
building specialty products, to middle Atlantic states with 
headquarters in Cleveland. 


@ True Temper Corp., American Tackle Div., Cleveland— 
E. J. Olson, former regional sales manager in Illinois, In- 
diana and Michigan, to Pacific northwest regional division 
sales manager. 


@ Reardon Co., St. Louis, Mo.—John H. Lussier. formerly 
in marketing sales division of Procter & Gamble, to staff 
assistant in marketing. 


@ Master Mfg. Co., Cleveland—Robert L. White to Minne- 
sota, North Dakota and South Dakota with headquarters 
in Minneapolis. 


@ West Georgia Mills, Inc., Whitesburg, Ga—John B. 
Payne, formerly with Clopay Corp., to sales administrator. 





news in brief of 


MANUFACTURERS AGENTS 


@ Langley Corp., San Diego, Calif.—Arkansas, Louisiana, 
Oklahoma and Texas to Elmore L. Finch of Dallas; Ala- 
bama, Florida, Georgia, Missippi, N. Carolina, S. Carolina, 
Tennessee and Kentucky to Hall & Howard, Thomasville, 


Ga. 





@ Marnet Products Co., New York—New York, Connecti- 
cut, Pennsylvania, Maryland and Washington, D. C., to 
Phil Herman; metropolitan New York to Harold Lowy & 
Associates; Tennessee, Louisiana, Mississippi and Alabama 
to John Williams, Memphis. 


@ Dalton Mfg. Co., St. Louis—Florida, Georgia and Ala- 
bama territory to Carter Hough & Associates; Kansas, 
Nebraska, Iowa and western Missouri territory to John C. 
Temple & Co. 


@ Gries Reproducer Corp., New Rochelle, N. Y.—northwest 
counties of W. Virginia added to the northern Ohio and 
western Pennsylvania territory of Harry F. Davis & Sons, 
Shaker Heights, Ohio. 


@ Strataflo Products, Inc., Fort Wayne, Ind.—Missouri, Ne- 
braska, Kansas, and southern Illinois territory to Hoeynck 
Sales Agency, St. Louis. 





@ Landers-Segal Color Co., Brooklyn—Maryland, Virginia 
and Washington, D. C., to Hayward Heubeck Co., Baltimore. 
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no more bulk handling of cotter pins! 


for a GENEROUS 





CUT YOUR 
SELLING TIME TO SECONDS 
ON THESE STOCK ITEMS... 


PROFIT 


sell the PACK 
instead of the 


PIN! 





Western Wire’s modern “packaging” puts a gener- 
ous profit percentage into your pocket. 


Now, sell cotter pins, single sizes or assorted .. . in 
packages you never have to “break.” Eye-catching 
3-color display cartons... for counter or shelf. 
Order today from WESTERN WIRE PRODUCTS 
COMPANY. Special packaging to your speci- 


fications. 


TAKE YOUR PICK! 


... order any one of 39 single sizes 


Each package of 12 boxes contains just one size. (To maintain a 
SINGLE PURCHASE PRICE for all 39 sizes, content count is reduced 


as cotter size increases.) No matter what 
popular size you order, price per pack- 
age of 12 boxes remains the same. An 


easier way to sell and inventory! 


List $3.00 per package of 12 boxes; 
15 Full Value Package 


A NATURAL FOR A GARAGE 


ail one size. 


OR SERVICE STATION 


“Us x Yr" to 4 x 1%” sizes. 100 pins 


per box. 


List $1.60 per display carton of 12 
tuck-end boxes. $1.85 per carton of 


12 screw-top fibre cans. 
238 «6'BEST QUALITY 


assortment of 


smaller sizes lists at $1.45 per carton 





250 Tool Box Assortment 











PACKED FOR THE DO-IT- 
YOURSELF HOME TRADE 


Each tube contains 50 assorted cotters 
from VUsx'e” to Yexl'r”. 


The 


assortment for any tool box. 


List $2.90 per display carton of 24 
tubes, plain steel... $3.25, cadmium 


plated. 


.».. in clear vue plastic tubes 


No ‘‘breaking'’ of packages or boxes when you buy from Western Wire 


WRITE FOR CATALOG No. 172 
an 2 ee 2 en 


PRODUCTS 


S$ T 


Louis 


4 
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ee oe Oe. ee 





“"Ideal"’ Assortment 


best 











Wholesaler Drops Local COD and Cash 
Sales as Trade Seeks to Cut Costs 


Wholesalers across the na- 
tion are taking a long, sharp 
look at all operating costs in 
an effort to lower their han- 
dling costs and bolster prof- 
its. 

Many wholesalers are find- 
ing that practices and ser- 
vices once considered essen- 
tial, are no longer necessary 
and in many cases are need- 
lessly eating up profits. 

Typical of these efforts to 
reduce operating costs is the 
recent action of a large mid- 
west wholesaler in discontin- 
uing all COD and Cash Sale 
business in the metropolitan 
area immediately around the 
firm’s headquarters. 

An analysis of this type of 
business by this company in- 
dicated that the bulk of it 
would be unacceptable on 
either a credit or open ac- 
count basis. It also consisted 
largely of small orders. 

The study indicated clearly 
that this type of business 
was unprofitable. 

The company is reported 
to be attempting to convert 
as much of this business as 
possible to an open account 
basis. Customers who cannot 
be handled in this manner 
will eventually be dropped. 

During the transition pe- 
riod, no commissions will be 
paid on this business, nor 


will cash discounts be al- 
lowed. 

This policy, it is empha- 
sized, applies only in a re- 
stricted territory in the gen- 
eral area of the warehouse. 

Executives of wholesale 
firms predict that many 
other decisions of this nature 
will be forthcoming in the 
future as efforts are intensi- 
fied to reduce costs and im- 
prove efficiency. 

A subject that is receiving 
especially close scrutiny, 
they report, is that of dupli 
cating lines. 


Davis To Specialize 
In Consumer Catalogs 


Orrin L. Davis has joined 


Midwest Printing Co., Min- 
neapolis. 
Mr. Davis was formerly 


sales promotion manager of 
Our Own Hardware Co. He 
was associated with Our Own 
for 15 years in the planning 
and production of the firm’s 
consumer advertising and re- 
tail merchandising program. 


Mr. Davis will specialize 
in the development of four- 
color consumer catalogs and 
circulars for wholesalers who 
will make them available to 
their dealers. 





W. M. Jillson Elected Keystoner President 






Officers elected at the June 27 meoting of the Keystoners, at White- 
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marsh Country Club, Whitemarsh, Pa., seated, left to right are: 
H. R. Greene, Simonds Abrasive Co., secretary-treasurer; W. M. 
Jillson, Buffalo Bolt Co., president; J. F. Barr, Greenfield Tap & 
Die Corp., vice-president. Standing, left to right, are five directors: 
Ernest Olson, Stanley Works; Albert C. Straub, Carborundum Co.: 
Raymond C. Franklin, Continental Screw Co. (new); William R. 


Telfer, Carborundum Co. 


(new); 


Paul R. Briggs, Stanley Electric 


Tools, retiring president. Not in picture is L. L. Wilson, manufac- 


turers’ agent, a director. 
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Harry W. Scott 


Harry W. Scott, 65, buyer 
and a director of Greene 


HARRY W. SCOTT 


Hardware & Supply Co., 
Kingsport, Tenn., wholesaler, 
died recently. He had been 
with that company for 15 
years, and was previously 
associated with Summers 
Hardware & Supply Co., 
Johnson City, Tenn., and 
Cameron-Barkley, Miami, 
Fla. 


C. F. Smith 


C. F. Smith, veteran rep- 
resentative for Sargent- 
Gerke Co., Indianapolis, died 
suddenly at his home in 
Montgomery, Ala., June 21. 
Mr. Smith, who joined the 
firm in 1931, supervised sales 
in the Alabama and north 
Florida territory. He was 
also in charge of the Mont- 
gomery warehouse. Mr. 
Smith had been assvociated 
with Martin-Senour Co. from 
1919 to 1931. 


Harry E. Haynes 


Harry E. Haynes, 97, vet- 
eran firearms salesman who 
retired in 1940 from Savage 
Arms Corp., Chicopee Falls, 
Mass., died recently at his 
home in Scituate Harbor, 
Mass. He joined the old Sav- 
age Arms Co. of Utica 
shortly after the turn of the 
century. He originally cov- 
ered all of the country east 
of the Mississippi. 


Harold Joseph McCarty 


Harold Joseph McCarty, 
78, retired manufacturers 
agent, died recently. He was 
a member of the Hardware 
Age Fifty-Year Club, and 
started his career as a travel- 
ing salesman in 1900 for J. C. 








McCarty & Co., founded in 
1858 by his father. He was 
treasurer of the former 
Hardware Club of New York. 


Roy L. Willoughby 


Roy L. Willoughby, 49, 
manager and partner in Na- 
tional Hardware & Supply 
Co., Paris, Tex., wholesale 
house, died recently of a 
heart attack. A _ one-time 
U. S. Department of Agricul- 
ture employee, he was later 
district manager for Western 
Cartridge Co. 


Harry A. Stone 


Harry A. Stone, 90, 
founder and chairman of the 
board of Independent Nail & 
Packing Co., Bridgewater, 


Mass., died recently. He 

founded the company in 

1915. 

Robert K. Johnson 
Robert K. Johnson, 54, 

Muncie, Ind., hardware 


dealer, died recently from in- 
juries suffered in a fall in 
early May. His son, James 
R., was associated with Mr. 
Johnson in Johnson Hard- 
ware Co. 


George F. Bartley 


George F. Bartley, 89, 
owner of Bartley Hardware 
Co., E. Liberty, Pa., since 
1896, died recently. G. Thane 
Bartley, a son, was associ- 
ated with his father in busi- 


Ferdinand H. Anderson 


Ferdinand H. Anderson, 
84, former Brooklyn, Wis., 
hardware store operator, 
died June 1 in Helena, Mont. 


Turner Asbury 


Turner Asbury, 76, co- 
owner of Hays Hardware 
Co., Columbia, Mo., died sud- 
denly at his home May 12. 


Jacob Low 


Jacob Low, 57, who oper- 
ated a hardware store in 
Havertown, Pa., since 1929, 
died recently. 


James H. Karnes 


James H. Karnes, 76, Oak 
Park, Ill., owner of Karnes 
Hardware, died recently. 
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A. C. Gilbert Advances 
Several Top Executives 


The A. C. Gilbert Co., New 
Haven, Conn., has advanced 
several top executives. 

Guy F. Schumacher, vice- 
president in charge of manu- 
facturing, is now first vice- 
president and member of the 
executive committee. 

Herman L. Trisch retires 
as executive vice-president to 
become special sales consul- 
tant. 

Kenneth P. Fallon, Sr., 
former general sales man- 
ager, is now vice-president 
and merchandising specialist. 

William D. Perry, former 
manager of the New York 
Gilbert Hall of Science and 
sales manager, is now a mer- 
chandising specialist. 

Homer Fitzpatrick, dis- 
trict sales manager, has suc- 
ceeded Philip T. Connell as 
sales manager of American 
Flyer electric trains and Gil- 
bert HO electric train divi- 
sion. Mr. Connell retired. 


Walter Bocher Named 
To Show Organization 


Walter Bocher, formerly 
of the John Pritzlaff Hard- 
ware Co., former Milwaukee 
wholesaler, has been  ap- 
pointed manager of public 
relations for the Midwest 


Hardware & 
Show. 

The Midwest Show, which 
will held Sept. 7-10 at 
Navy Pier in Chicago, fea- 
tures a wholesaler confer- 
ence booth. 


Housewares 


he 


Participating wholesalers 
will not display merchandise 


but will explain merchandis- 
ing and service plans to 
dealers. Dealers can also 
place orders for merchandise 
they see in manufacturers’ 
exhibits directly at the whole- 
saler bocth. 





RICHARD B. 


GILPIN 


R. B. Gilpin Manages 
Franklin Paint Dept. 


Franklin Hardware & 
Supply Co., Philadelphia 
dealer-owned wholesaler, has 
named Richard B. Gilpin to 
the newly created position of 
paint department manager. 
He will have complete charge 
of buying and selling paint 
and allied lines. 

Mr. Gilpin was associated 
with John W. Masury & Son, 
Inc., and earlier with Vita- 
Var. 


Airex Promotes Hoffman 


Airex Corp., division of 
Lionel Corp., New York City, 
has named Maurice Hoffman 
assistant sales manager. He 
was eastern regional sales 
representative. 





Piedmont Has Toy Show 
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Here are some of the 150 dealers from all parts of North Carolina 


~ SRA 





For Dealers 


and southern Virginia who attended the recent third annual four-day 
Christmas toy and housewares show of Piedmont Hardware Co., 
Danville, Va., wholesaler. Buying was reported active at the show 
held in the Agricultural Building in the Fairgrounds. In addition to the 
Piedmont staff a number of manufacturers sent their representatives. 
Photo was taken by Danville Register. 
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Running Water Story To Be Told In Film; 
Plan 11th Water Systems Month, May 1959 


The National Assn. of Do- 
mestic & Farm Pump Manu- 
facturers will produce sound 
and color promotional film 
for industry use during 1959. 
The group will again be one 
of the sponsors of National 
Water Systems Month to be 
observed for the llth year 
in May, 1959. 

The film will tell the bene- 
fits of running water to fam- 
ilies, farm owners, business- 
men in rural areas. It will 
emphasize health, profit and 
fire protection angles of run- 
ning water. It will show la- 
bor and time-saving appli- 
ances usable with water. 


adaptable for use in televi- 
sion programs. Individual 
pump makers will be permit- 
ted to use copies of the film 
with their own trailers. 

The water story will be 
told in the film in non-techni- 
cal language. 

After approval of the 
script by members of the as- 
sociation, the film will be 
shot for a premier at the 
February, 1959 meeting of 
the association. The film will 
promote an industry seal and 


set of standards of manu- 
facture. 
These decisions were 


reached at the recent sum- 





Intended for showing to mer meeting of the associa- 
lending agencies, farm tion. The annual meeting 
groups, school and college will be held at the Sherman 
classes, pump dealers and Hotel, Chicago, Oct. 29 
distributors it will also be and 30. 

Appell Co., manufacturers’ 





Cc. R. ROBERTSON 


C. R. Robertson Named 
Weller Sales Manager 


C. R. Robertson, former 
regional sales manager, has 
been appointed sales man- 
ager of Weller Electric Corp., 
Easton, Pa. 


Mr. Robertson was named 
regional manager in 1957 
and has been with Weller for 
four years. Before that he 
had been a manufacturers’ 
representative for 15 years. 
Mr. Robertson also spent 10 
years as a manufacturer. 


Daniel Werth Elected 
By Hardware Boosters 


The Hardware Boosters 
elected Daniel Werth, Star 
Expansion Industries Corp., 
president at the annual busi- 
ness meeting May 23 in New 
York City. He succeeds Stan- 
ley J. Palinski, Skil Corp. 


Stanton Appell, Louis W. 


agents, was elected first vice- 
president. 

Al De Angeles, Millers 
Falls Co., is the new second 
vice-president. 

William I. Bechard, Stan- 
ley Electric Tools, treasurer, 
and David A. Emery, Carbo- 
rundum Co., secretary, were 
reelected. 

Seven past presidents were 
honored guests at the meet- 
ing. 


Hoeflich Retires From 
Supplee-Biddle-Steltz 


Llewellyn A. Hoeflich, vice- 
president and secretary of 
Supplee - Biddle Steltz Co., 
Philadelphia wholesaler, re- 
tired as an officer on June 30. 
Mr. Hoeflich will continue as 
a director. 


Charles T. Belzak, person- 
nel manager for Supplee, has 
been appointed assistant sec- 
retary. He will continue in 
his capacity as _ personnel 
manager. 


Wholesaler Wins Trip 


J. Fred Kiehl, representa- 
tive for Western Hardware 
Co., Phoenix, Ariz., whole- 
saler, won a 10-day Carib- 
bean vacation for two in the 
LePage’s Flying Showcase 
prize drawing held at a 
luncheon for trade associa- 
tion and wholesaler execu- 
tives, June 12, at the Hotel 
Plaza, New York. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


Positions Wanted 


(Special Rate) set solid, maximum 


words 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 








Manufacturer's Representatives 


calling on the Automotive, Hardware, 
Supermarket and Department Store trades. 
Here is an opportunity for qualified men to 
cash in on Atlantic’s expansion program! 
We are adding a number of brand- -new, 
superior, sure-fire products to our present 
well-accepted line, are opening new terri- 
tories, and are planning an intensified, 
aggressive sales and promotional campaign 
to back up our expansion. 

Areas especially needing further coverage 
include New England, Pennsylvania, North 
Central States, and Rocky Mountain terri- 
tories. Write at once giving qualifications, 
territory covered, and lines presently car- 
ried to: 

WILLIAM J. MADISON 
Director of Sales, Consumer Products 


ATLANTIC TUBING & RUBBER CO. 


Mill Street, Cranston 5. R. |. 








REGIONAL SALES 


New Line of Japanese Micrometer 
Calipers. Finest quality, many fea- 
tures, good price. Prefer Mill Sup- 
ply and Factory Contacts. 


Address Box G-34, eare of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVES WANTED 


Manufacturer of Aluminum Lawn Edging wants agents 
in Kansas, North and South Dakota, Kentucky, Vir- 
Other territories also available. Repre- 
sentatives actively calling on key retail hardware and 
garden supply accounts and selling them direct. List 
territories covered and lines carried, number of sales- 
men at present time. 


Address Box G-42, care of HARDWARE AGE 
Chestnut & 56th Streets, Philadelphia 39, Pa. 


ginia, lowa. 











Manufacturer’s Representatives 
WANTED 


by Yard-Man, Inc. to call on Hardware, Lawn and 
Garden Equipment Dealers and the Jobbing Trade to 
sell a complete line of quality Hand, Power Reel, 
Rotary and Riding Lawn Mowers. Reply with full 
details of lines currently handled, Yard-Man, Inc., 
Dept. 100, 1410 W. Ganson Street, Jackson, Michigan. 








WE ARE LOOKING FOR MANUFACTURER'S 
AGENTS now calling EXCLUSIVELY on the Retail 
Hardware and Retail Lumber Yard Trade in the 
midwestern, southwestern and northwestern states to 
sell a complete line of fasteners. We offer a good 
proposition at 15% commission. 


SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST., NORWOOD, MASS. 








Sales Representatives 
WANTED 


© For 33 year old firm rated 1 high . . . manu- 
facturers of nationally advertised canvas and 
nylon products. 

® To call on jobbers and distributors. Protected 
territories open. Attractive commission. 

© Reply with details of your operation, 
carried and territory covered. 


HOOSIER TARPAULIN & 
CANVAS GOODS CO., INC. 
P. 0. Box 574—1302 West Washington Street 
Indianapolis 6, Indiana 
Attention: Mr. Robert T. Goldberg, Vice President 


lines 














HARDWARE SALESMAN 


if you want to add to your income by selling 
an established ‘Time Tested’' packaged wood 
preservative, write to: 


AMERICAN CELCURE WOOD 


PRESERVING CORP. 
P. ©. Box 3262, Jacksonville, Fia. 











EXPERIENCED REPRESENTATIVES 
WANTED BY MANUFACTURER of plastic 
garden hose, dropcloths, tarpaulins, matting, 
shelving, sponges, tablecloths, garment and freezer 
bags, polyethylene construction and farm film. 
Established business with fast moving lines and 
dependable service. Advise territory covered; 
lines carried. Reliance Plastic & Chemical Corp., 
110 Kearney St.. Paterson 26, New Jersey. 


REPRESENTATIVES WANTED. Many ter- 
ritories open. Top leading European manufac- 
turer needs live men calling on Industrial, Hard- 
ware Trade and Garden Supply. Competitive 
items. Give full information, present lines, self 
and territories covered plus references. Address: 
Box G-36, care of Harpware Ace, Chestnut & 
56th Sts.. Philadelphia 39. Pa. 


REPRESENTATIVES WANTED! Leading 
metal items retailing $9.95, etc., sold to denart- 
ment stores and hardware jobbers trade. New 
England and South West areas open. Commis- 
sion basis. Address: Box G-30, care of Harp- 
=a Ace, Chestnut & 56th Sts., Philadelphia 


SALESMAN PLUMBING SPECIALTIES 
to sell for established national distributors ex- 
clusive territory, 10% commission. Write full 
details with references. Replies confidential. 
Akron Supply Co., Inc., 216 Grand Street, 
Brooklyn, New York. 
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WANTED — Manufacturers Representatives 
calling on the wholesale hardware and industrial 
plants, for a complete line of Hickory Tool Han 
dies, such as Pick, Sledge, Axe, Hammer and 
Hammer Handles, and Agricultural Teol Tan 
dies, such as Shovel, Hoe and Rake Handles. 
for the following States: Arizona, New Mexico. 
Utah, Nevada, Colorado, Washington, Oregon. 
Montana, Wyoming, Michigan, Minnesota Ala 
bama, Mississippi, Georgia, Leuisiana, Kentucky 
and Tennessee. Must have best of references 
and in your answer give the lines now handle: 
and how often territory covered. Address: Obla 
homa Rig & Supply Co., P. O. Box 36, edo 
gee, Oklahoma. 


WANTED REPRESENTATIVES calling di- 
rectly on Hardware and Builders Supply outlets. 
Established and rapidly expanding line of Signs 
for the home. Liberal commissions. Exclusive 
territories. Secutheast and West of Mississippi 
open. Address: Bex G-10, care of Harpwarr 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 ut of 10 on first call. Address: Box A-22, care 
of Harvoware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


Ww ANTED — EXPERIENCED CUTLERY 
SALESMAN to sell our line in Exclusive terri- 
tory. Many well established accounts. Very at- 
tractive proposition for the right man. Write 
giving full background to Oueen Cutlery Com- 
pany, 10 Commerce Court, Newark 2, New Jer- 
sey. 


REPRESENTATIVES WANTED 
CORKSCREW EARTH ANCHORS. Best 
Earth Anchor Made. Sell through Hardware. 
Implement and Lumber Dealers. Thousands of 
dealers already handling them. Easiest installed 
and hold best of any type anchor made. Repeat 
orders quite satisfactery. Hiram E. Barber Co., 
Box 347, Crete, Nebraska. 














for our 








SALESMAN WANTED 


REED FENCING to GARDEN 
STORES, NURSERIES, FENC- 

; and LUMBER DISTR IBU TORS, 
HARDWARE STORES, High Commission. 
Please write to 


HYDE PARK SEED CORP. 
15 Park Row, New York 38. New York 


to sell 
a = PLY 











3 REPRESENTATIVES. One for 
the following areas: 1) Maine, New Hampshire, 
Vermont, Massachusetts, Rhode Island, Connect: 
cut; 2) Upper New York State, Western Penn. 
ern 3) Maryland, Washington, D. C.. Vir: 
ginia. Calling on Hardware distributors to han- 
dle fast-moving tool line, packaged and displayed 
attractively. Write giving past and present cov 
erage and details of ge a Address: Box 
G-35, care of Harpware AGE, Chestnut & 56th 
Sts.. Philadelphia 39, Pa. 


SMALL MANUFACTURER OF 
TOOL accessories and other tool items 
salesmen calling on retail hardware and 
supply chains, lumber yards, rack jobbers, paying 
10% commission. Write giving territory covered 
to: Lawrence Bashian and Company, 28063 Pon 
tiac Trail, South Lyon, Michigan 


EXCELLENT LINE FOR SALES REPRE. 
SENTATIVES ealling on Hardware Stores, 
Mason and Lumber Yards, Building Supply 
Trades. Any part North Jersey, Manhattan, 
Bronx, West Chester. Gord Commission pro- 
tected territory. Address: Box G-38, care ot 
Harnware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


MANUFACTURERS REPRESENTATIVES 
WANTED. Representatives now calling on hard. 
ware, lumber, and building supply dealers and 
jobbers. Competitive line of hollow METAL 
LEG KITS. High commission. Several valuable 
territories open, check and see if one is vours. 
State territory actively covered and all details. 
Wilkenson Mfg. Co., 2916 Lake St., Chicago, 
Illinois. 


MANUFACTURERS RFPRESENTATIVES 
WANTED. PLASTIC FILM PRODUCTS 
(‘“nsumer Products Division of Large Manufac- 
turer expanding distribution. Essential you have 
contacts Hardware, Houseware, Paint. Rack 
lathers, plus large Retail and Chain Outlets. 
Several choice areas available. Items include 
Mironcloths, Storm Windows, Covers for Ajir- 
(onditioners, Furniture, Household and (Clcsets. 
Reply immediately. Address: Box G-33, care of 
lTarpware Ace, Chestnut & 56th Sts.. Philadel 
phia 39, Pa. 


each of 
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Representatives Wanted | 


Accounts Wanted 








Paint Brush Salesman 


Promipent 
territories tor 
fer man now 


paint brush manufacturer has open 
successful sales producer. Pre- 
calling on paint, hardware, lum- 
ber dealers. Protected territories. Established 
business. Will also consider sideline man or 
manufacturers’ agent. 


Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











TL 


WANTED MAN NOW CALLING ON RE 
TAIL HARDWARE DEALERS. For nice line 
ot dog collars, dog harness, leashes and other dog 
turnishings. Also have bridles, halters and othe 
items for horses and cattle. Liberal Commission 
Territory 





open: Kentucky, Virginia, West Vir- 
ginia, Maryland, Ohio, Indiana. Address: Box 
G-32, care of Harpware Ace, Chestnut & 56th 
Sts.. a | 39, Pa 
WANTED BY A RELIABLE MFG.’S REP. 
With excellent contacts to handle a nationally 
known product in Connecticut, on a commis 
sion basis. Address: Box G-39. care of Harp- 
aan. Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 





SALESMAN WANTED Manufacturers’ 
Agent with good competitive lines desires salesman 
to cover New York City, Brooklyn and I.ong Is- 
land. Protected territory. Experience with indus 
trial, marine, electrical and plumbing supply de- 
sirable but yot essential. Excellent commission 
arrangement available for the right man. <A¢ 
Box G-31, care of Harpware Ace, Chest 
56th ‘Sts., ieee viacenainan 39, Pa. 


dre ss" 
nut & 





MANUFACTURER'S REPRESENT ATIVES 


WANTED TO SELL new type deuble clawed 
hammer. Nothing like it on the market. Car 
penters buy it on sight. A big volume item 
Competitively priced. Desire men now calling on 
Hardware stores and Lumber vards. Fxclusive 
territories Write SWANSON MANUFAC. 
TURING COMPANY, 607 §S Washington 
esi 38—Owosso, Michigan 


MANUFACTURER OF A HIGH OUALITITS 
and Competitive Line of Cabinet Hardware wishes 


representaticn in the following areas: Colorado 
Oklahoma, Louisiana and Mississippi. Men who 
are calling on the retail lumber dealers, contract 


sada ares and kitchen cabinet manufacturers send 

us all gooey and lines you are now handling 

in first letter. Address: Box F-27, care of Harp 

WARE AGE Chestnut 56th aR Philadelphia 
a 


2 
sv 
; 





Accounts Wanted 








Consistent, Conscientious, Concentrated 
coverage of metropolitan 
New York and New Jersey 


BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 


(We get results) 














MR. SALESMANAGER. 30-year-old Sales- 
man 10 years in wholesale selling to top Hard- 
ware, Paint and Building Supplv Jobbers. Has 
started as Manufacturer Agent Eastern Penna.. 

uthern New Jersey, Delaware, Maryland and 
Srashiaanek D. C. If you have a quality line 
we hoth could benefit if vou contact Address: 
Rox G-23, care of Harpware Acer. Chestnut & 
56th Sts., Philadelphia 39, Pa. 


ATTENTION MANUFACTURERS: 


Estab- 














lished representative Recky Mountain States had 
added additional men to sales staff need one na- 
tionally advertised line hardware houseware or 
paint sundry. Address: R. O. Elick Co., 1109 
wianscns Denver 8, Colo. 

A STREAMLINED, HARD HITTING OR 
GANIZATION desires additional lines — Espe 


cially on drop shipment basis. We sell direct to 
the Hardware, Building Material trade and cover 
the Louisiana, Mississippi Gulf Gold Crast area 
We maintain warehouse, office billing and sales 
promotion facilities. For complete coverage of 


your product write immediately to Address: Box 
G-37, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 
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i 
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GETTING MUCH 


In California, the nation’s #2 
market? Rep. needs one addi- 
tional line. Builders or shelf. 


Address Box G-29, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 


York, Philadelphia, Detroit, Cleveland and Luis- 
ville. We carry the account or you can bill direct. 
inquiries invited. WRITE ANCO Corporation, 7 


Wood Street, Pittsburgh 22, Pa. 








AGGRESSIVE SALESMAN 


Georgia. Florida. Needs a competi- 
tive line to sell retail hardware 
stores. May be imported or domestic. 
Established accounts for the past 
seven years. 

Write Box 8665, Jacksonville 11, Fla. 

















“MICHIGAN” Manufacturers agent covering 
wholesale hardware and rack jobbers. Excelle 
eeverage of this state. Detroit Resident Ad 
dress: Box F-33, care of Harpware Ace, Chest 
nut & 56th Sts., a 39, Pa. 

MANUFACTURER’S REPRESENTATIVE 
covering ILLINOIS and SOUTHERN WIS 
CONSIN is seeking one additional volume line 
to be sold to hardware, electrical and plumbing 
wholesalers. Lee Stevens, 5008 N. Majer, Chi 
cago 30, Lilinots. 

AGGRESSIVE FIRM OF MANUFAC 
rURER REPRESENTATIVES crvering tile 
state of Florida, desires additional lines. Now 
carrying builders hardware and houseware lines 
calling on jobbers, lumber yards, chain stores 
huilding supply houses and large retail account: 
References will be furnished. Address: B 
G-44, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 

ESTABLISHED MANUFACTURERS’ 
AGENCY with active = _ following throughout 
Rocky Mountain States since 1949 will accep! 
one or two saleable lines beamed to hardware 
variety store, department store, lumber yard an: 
related eutlets. Address: Box (,-43, care ( 
ITarpwarReE Ace, Chestnut & 56th Sts... Philade! 
phia 39, Pa. 


MANUFACTURERS’ REPRESENTATIVES 








ATTENTION WAGON JOBBERS 


in the midwestern, southwestern and north- 
western states. We have a good proposi- 
tion for you to sell a complete fastener line 
that will fit in with your present operation. 
Write us for details. 


SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST., NORWVOD, MAsS>. 











—————— 





twenty-five years’ experience calline on Hard 
ware, Industrial and Tool J: Abars in area, | 
Pennsylvania, New Jersey. Delaware. Marvlani 
District «-f Columbia. Looking for one additional! 
staple line of merit. Will give time and effort 
amd missionary work to increase sales in area 
Address: Box G-41, care of Harnoware Aa! 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





Business Opportunities 








NEW JERSEY 


business for sale. located in South 
Inventory approximately $35,000.00 
Grossing over &450.000.00. Reaennahle 
New building and modern fixtures. 
square feet of floor space, two (2) 
parking lot for customers. Selling due 
ness, 

Address Box F-26, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadeiphia 39, Pa. 


Hardware 
Jersey. 
rent 
1200 
cellars. 
to ill- 











FOR SALE: Hardware Business selling Evin 
rude outboards, boats, sporting goods, etc... in 
shopping center of busy tewn, 60 miles fron 
Washington, D. C. Express agency pays all ex 
penses, owner retiring. $25,000.00 inventory. 
low rent, long lease. No competition, well estab 
lished. James H. Brown, St. Mary’s Realt» 
Co., Leonardtown, Md. 


| plies confidential. 


BUSINESS OPPORTUNITIES 


General Hardware—Tools (Skill Distributor). Located 


in Fastest growing County on West Coast of Florida 
(As per U.S. News Report). Reason for selling 

Retiring Invent ory Cest $35,000.00. Fixtures—-Equip- 
ment—Truck $10,000.00. Annual Earnings approx 
$12,000.00 to $15,000.00. Property can be purchased 


or leased. Terms can be arranged. 


Address Box F-34, care of HARDWARE AGE 
Chestnut & 56th Sts., Philade#phia 39, Pa. 











LONG ESTABLISHED HARDW ARE located 
central Vermont ewn, stock consists ol 
paints, housewares, appliances, etc. In 
$40,000. Real Estate available 
or will lease with option of purchase. Address 
fox F-23, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa 

HARDWARE 
thriving Vermont 
housewares, paint, etc. 
store, stock inventory 
at book value. long 
care of HARDWARE 
hiladelphia 39, Pa. 


in a 
hardware, 
ventory about 


FOR SALE, located 
Stock ct Hardware, 
modern up to date 
$30,000.00, fixtures 
Address: Box F-24, 
Chestnut & 56th Sts.. 


STORE 
City. 
New 
about 
lease. 


AGE, 


itl 


BUSINESS _long 
of Reading, Pa 

property having 
and fixtures 
Address: Box 

& S6th 


HARDWARE 
thriving suburb 
includes fine single brick ccrner 
stureroom and apartment, stock 
Brochure supplied upon request 
(3-2 care of Harpware Ace, Chestnut 
St., Phil: idelphia 39, Pa. 


RETAIL 


established—in 





Help Wanted 








SALES OPPORTUNITIES WITH 
BERNZ-0-MATIC 


The OTTO BERNZ CO., INC., is expanding 
its sales foree and is looking for salesmen 
and sales promotion men. 

Applicants should be young (25-30), single, 
aggressive and have a successful sales back- 
ground. Experience selling to Hardware, 
Wholesaler, or Retailers preferred. Must be 
in a position to relocate. 

All applications will be held in strictest con- 
fidence. Send complete resume to 


OTTO BERNZ CO., 


Driving Park and Ramona 
Rochester 13, N. Y. 








MERCHANDISING MANAGER 


Real future with a medium size manufacturing 
company located in the Ohio Valley. Need 
top notch creative ability for merchandising 
hard goods line which includes advertising, 
point of sale displays, catalogs, etc. Duties 
will also include developing ideas for new 
products. Forward complete resume to 
Address Box G-20. care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39. Pa. 











FIEI D SALES MANAGER. Well established 
plastic pipe manufacturer needs capable man with 
successful sales experience in plastic pipe. Sal- 
irvy and expenses. Excellent growth opportunity. 
Send complete business and personal resume. Re 
Consolidated Pipe Co. of Amer- 


ica, 1066 Home Avenue, Akron 10, Ohio. 





Positions Wanted 


SALES AND ADMINISTR ATION, EX 
TENSIVE SALES EXPERIENCE, correspon 
dcnee, expediting, details, etc. I am adaptable. 
capable and censcientious, married, age 40. Ex- 
cellent record for producing sales and holding 
accounts, finest references. Own car, resident of 
New York, seeks with 
firm. Address: Box care of 
Ace, Chestnut 56th Sts., Philadel 
39, Pa. 





metropolitan 
reputable 

HARDWARE 
phia 


& 
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Index to Advertisers 


McGill Metal Products Co. 





A 
Ajax Hardware Corp. 60 
American Chain Div. 

American Chain & Cable Co. 6 
I i es ee 43 
Animal Trap Co. of America 44 
Arvin Industries, Inc....... 13 

B 
Bethlehem Steel Co. 66-67 
Boyer Chemical Co. 44 
Brown & Brown, Inc. 62 
Cc 
Century Products, Inc. . | 
D 
Dicks-Armstrong-Pontius, Inc. 55 
F 
/ Flexan Corp. 60 
G 
General Electric Co. 
Appliance Div. 40 


"ee © © © @e © © 


Miller & Co., Inc., Robert E. 
Minnesota Mining & woth Co. 
Mirro Aluminum Co. ie 
Molly Co. 
N 
Gibson Good Tools, Inc. 44 ee ser mesg Co.. 
; 9 ational Hardware Show, Inc. 
Cate < , National Screw & Mfg. Co.. 
Nicholson File Co. 
H 
Hassenfeld Brothers, Inc. 19-22 p 
Hehr Mfg. Co. ) 44 
Hyde Mfg. Co. 5 | Pioneer Gen-E-Motor Corp. 
Portable Electric Tools, Inc. 
J 
R 
Jenkins Brothers 63 
Jones & Laughlin Steel Corp. it, 37 Richards-Wilcox Mfg. Co. 
Ridge Tool Co., The 
x 
S 
King-O-Lawn, Inc. 57 
Safe Padlock & Hardware Co. 
Schultz Mfg. Co. 
L 
Lawn Boy Div. Vv 
Outboard Marine aed | 3 
Lummis Mfg. Co. 68 Volkswagen of America, Inc. 
M Ww 
Macklanburg-Duncan Co. . 9 Western Wire Products Co. 
Marshalltown Trowel Co. 74 Woodhill Chemical Co. 


47 
45 
75 


59 
17 


76 
18 


18 
60 
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4@|MARSHALLTOWN 
Ww 


MARSHALLTOWN TROWEL COMPANY « 


MARSHALLTOWN, IOWA 





Write for Free 
Shiclachitia: 


SCREW ANCHORS and JACK NUTS 


ALWAYS SELL GENUINE Am... 


EZaMOlLy © 
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— —_ 


scclele 


SS nour ee) 13 


lie Mer 











Genuine 
Original 





DOMES OF SILENCE 
RUBBER CUSHION GLIDES 








One Set of 4 
on a 3-Color Card 
6 SIZES: &", %", I", 
11/16", 1%", WA". 





Ask your Jobber or write— 





INSULATED RUBBER CUSHIONED GLIDES 


ROBERT E. MILLER & CO.., 


Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 
Contains | doz. cards of either %", %"" or 1" DOMES. DOMES have 


a—ee point nail. Case hardened steel, burnished nickel plated mirror 
inishH. 


Both Container and Cards in 3 COLORS 
INC.,. 35 Pearl St., 






New York 4, N. Y. 
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“NAT STANDS OUT 


with dress-parade packaging 


Brighten up your fastener shelves and speed up off-the-shelf selection with 

the snap and color of National’s high-visibility labeling and uniform packaging. 

These smart, trim boxes stand out, boldly identifying National quality by their 
glossy red and black finish. Color-coded labels make stock handling easier, too! Colors 
quickly identify fastener types. And sizes are printed large enough to see, even on 
higher shelves. 

Standardize on National’s most complete, accepted 
quality line . . . packaged to stand out boldly for greatest 
sales appeal. 


Ask Your Distributor . . . He Knows 














a, 
THE NATIONAL SCREW & MFG. COMPANY cy a 
Cleveland 4, Ohio  cwesren | 
Pacific Coast: National Screw & Mfg. Co. of Cal. 3 es 8 

3423 South Garfield Ave. « Los Angeles 22, Cal. 


| 
j 





FOR STEADY 
TURN-OVER 


Was 
PROFITS... 


aan A 


Sell the R-W line of Cuthig hardware 


.»-sales tested and accepted for over 78 years! 


QUALITY at the RIGHT PRICE! 


The R-W line of QUALITY hardware in- 


cludes all of the following products: 


"LOCK-JOINT" Track and Hangers, R-W 
Weatherproof Barndoor Track and Hangers, 
R-W "“Ear-Way" Track and Hangers, Latches, 
Hasps, Door Bolts, Flush Pulls and Door Han- 
dles, Stay Rollers, Binders and Floor Guides. 
Hinges in a broad assortment of types and 
sizes, Studding Sockets and complete hard- 
ware sets for single and double straight sliding 
doors, Complete line of Fire Doors and fire door 
hardware . . . industrial doors of all types and 
sizes. Electric Operators that will automatically 
open and close all types of doors and gates. 


In the heavy-duty hardware field one brand stands out above 
all others for its ‘‘designed-for-the-job" engineering and 
rugged construction . .. what brand? R-W, of course. When 
your customer first hefts a piece of R-W hardware he will 
immediately feel and see the inherent quality that is ‘'built- 
into" all of the many items in the R-W line. Each item is 
designed, constructed and finished to do the specific job 
you want it to do .. . in fact, many items are Cadmium 
Plated, at no extra cost, to provide lasting performance. 
For a line that will give you top profits, plus complete 
customer satisfaction, insist on R-W heavy-duty hardware 
. . . the quality line that's priced to sell. 


We Prey 


. . for complete information on the 
profit-making line of R-W quality hard- 
ware. Request your copy of Catalog 
No. 100-R, 





Richards-Wilcox | 


MANUFACTURING COMPANY 


A HANGER FOR ANY DOOR THAT SLIDES’ 


310 W. THIRD STREET, AURORA, ILL. Branches in Principal Cities 





